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AS GOOD AS THE BEST 


“We have no ambition to be the larg- 
est; but we do have a burning am 
bition to be as good as the best.” 

J. B. Reynotrps, President 


This is the builder’s square by which every part of the KANSAS 
CITY LIFE has been constructed to fit the plan of the architect. 


Policy 
Contracts 


Agency 
Organization 


Educational 
Department 


Prompt 
Settlement of 
Death Claims 


Financial 
Strength 






























constructed to fit perfectly and permanently into the financial 
program of the policyholder, and at a premium rate the lowest 
possible consistent with safety. 


constructed with the unhurried care which would insure that per- 
fect balance in which a good producer is as happy to stay with 
the Company as the Company is to have him. This is the simple 
secret of Kansas City Life Loyalty. 


constructed along the same high professional standards which 
make it possible for the policyholder to depend as unqualifiedly 
upon the knowledge and sincerity of the Kansas City Life Agent 
as upon the Physician. 


a record which steadily builds itself as the interests of policy 
holders and beneficiaries remain primary with this Company. 


Surplus Assets Over Legal Requirements........ .$ 7,800,000 
Insurance in Force.. 450,000,000 
Total Resources ' 66,000,000 


-buttressed year by year; to absolutely insure by an ever increas 
ing margin, the maintenance of the builder’s design. 
“not the biggest—but as good as the best” 


Kansas City Lire 
INSURANCE COMPANY 


Home Offices KANSAS CITY, MISSOURI 


J. B. Reynolds, President C. N. Sears, Secretary 


J. F. Barr, Vice-President and Superintendent of Agents 


























Climbing to Success 


HE RECORDS in our Agency Depart- 

ment tell and retell in actual production 

figures how life underwriters are climbing 
to success with the Massachusetts Mutual. 


















One of the oldest Life Insurance Companies in 
the United States, the Massachusetts Mutual has 
created throughout the country a personality of 
strength and friendliness. It is consistently pro- 
gressive and is growing rapidly. Its friends are 
everywhere, and are ever ready to testify to the 
faithful and efficient service that it always ren- 
ders. Its representatives enjoy in full measure 
the necessary counsel, co-operation and service 
to make every relationship a definite advantage. 








We have room for progressive young men who 
would like to climb to success with the 


Massachusetts Mutual Life 


Insurance Company 
Springfield, Massachusetts 





Organized 1851 


More Than Two Billion Dollars of Insurance in Force 
































THE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by The National Underwriter Company. 

Office of publication, 175 W. Jackson Blvd., Chicago, IU. Thirty-fourth year. Extra Edition No. 40A. Saturday, 
October 4, 1930. $3.00 per year, 25 cents per copy. Entered as second-class matter June 9, 1900, at postoffice at 
Chicago, Ill., under act of March 3, 1879. 


THIRTY-F¢ 
NUMBER 


aii 


factor a 
Presiden 
dress ex] 
son arral 
the med 
the week 


Legal Si 


Becom 
Next 


has grov 
holds its 
conventi 
of the n 
SO 


ec SoU. 
In ad 
financial 
sections 
the Cin 
peared 
year's 


regular 
sectiona!] 


The | 
$ 





CH 









WOHV7 


THIRTY-FOURTH YEAR 
NUMBER 40-A 


alii: 






Il The National Underwriter 


LIFE INSURANCE EDITION 


CHICAGO, NEW YORK, CINCINNATI AND SAN FRANCISCO, SATURDAY, OCTOBER 4, 1930 


Office of Publication, 175 W. Jackson Boulevard, Chicago, Illinois 





Sections Busy 








The American Life Convention 
Chicago meeting this year gave 
evidence 
r departments. The organization 


son arrangements could be made s 


the week of the other meetings. 


Legal Section Has 
Become More Important 


Next came the legal section 


convention week. This section i 


i ——____ —————— 








New President 





Convention Headquarters 
Chicago, Oct. 3, 1930. 


of the activities of its sections 


ngly is finding its sections its strongest 


organs, First the medical section was 
rganized and has become a sort of 
thing apart” in that it holds its meet- 
ings at a different time than the big 
convention. It has become a notable 
factor and has accomplished much. 
President C. W. Gold in his annual ad- 


dress expressed the hope that in due sea- 


the medical section could meet during 


has grown in importance and power. It 
holds its meetings the first two days of 


of the most vital ones and will always 

le SO, 

_In addition there are now the agency, of the 
fnancial and home office management 

sections. They came into fruition at 


the Cincinnati meeting last year but ap- 


CHARLES BURTON ROBBINS 


at its 
clear 


dar Rapids Life. 


seem- 


o that 


dent Midland Life. 


which grams. 


s one cial sections met 


sible should be made. 


convention are interested 


partments. The program 


peared even greater evidence at this ranged this year that these two sections 
years meeting. In fact, part of the did not conflict in their meetings. 
regular convention time was given to . F 
ection | programs ad Sectional Subjects 

: he : Featured at Meetin, 

The program arrangement this year =e 
was an improvement over that of a year On Thursday morning the 
ago so far as the sections are con- financial and home office sections were 
cerned as it gave many executives a featured with the chairmen of each pre- 
chance to listen in on all sectional pro- siding when the speaker for that par- 


r. 


CHARLES W. GOLD, Greensboro, 
Retiring President 


In fact there was only one con- 
flict, that being Wednesday night when 
the home office management and finan- 
separately. In 
opinion of many, as little conflict as pos- 
Many members 


phases of the work. This is particularly 


true with the financial and agency de- 
was so 


medical, 





NEW OFFICERS ELECTED 


PRESIDENT 
Charles Burton Robbins, Cedar Rapids, Ia., president Ce- 


EXECUTIVE COMMITTEE 


New Members—Charles W. Gold, Greensboro, N. C., vice- 
president Jefferson Standard Life; John M. Laird, Hartford, 
vice-president Connecticut General Life; Frank P. Manly, In- 
dianapolis, president Indianapolis Life; F. V. Keesling, San 
Francisco, vice-president West Coast Life. 

Hold-over members—Clarence L. Ayres, Detroit, presi- 
dent American Life; Daniel Boone, Kansas City, Mo., presi- 


ticular department had the platform. 
This gave the entire membership an op- 
portunity to see the entire machinery 
working. On Friday morning the agency 
section had its inning, occupying the en- 
tire session. Almost all executives are 
particularly interested in the production 
side of the business. As time goes on 
the work of the sections will be im- 
proved and they will give greater mo- 
mentum. 
During the 
has sent to 


year the financial section 
members once each month 
a financial paper acquainting men in- 
terested in that phase of the business 
with a number of important facts and 
trends. On Friday a booklet was handed 
to those in attendance coming from the 

(CONTINUED ON PAGE 30) 





BYRON K,. ELLIOTT, St. Louis 
Manager and General Counsel 
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A. L. C. Holds Absorbing Convention 


Colorful Life Company Organization Congregates in Silver 
Anniversary Meeting at Chicago with Notable Attendance 





Robbins President 


Convention Headquarters 
Chicago, Oct. 3, 1930. 











Col. Charles B. Robbins, president of 
the Cedar Rapids Life, was elected pres- 
ident of the American Life Convention 
at its final session Friday afternoon. It 
had been a foregone conclusion for some 
time that Colonel Robbins would be 
elevated to the highest position in the 
organization. He is even more distin- 
guished in civic affairs than he is in life 
insurance. He served as assistant Sec- 
retary of War until the beginning of 
the Hoover administration. He had a 
conspicuous military career. He started 
as a private in the 1st Nebraska In- 
fantry and served in the Philippines, 
being badly wounded in a battle with 
the natives. At the close of the Span- 
ish American war he was discharged 
with the rank of lieutenant. He served 
in the National Guard on the Mexican 
border as captain of Company B, Ist 
Infantry Iowa National Guard. In the 
World War he served as major U.S.R. 
He now ranks as lieutenant colonel. He 
served term as commander of the 
lowa American Legion. 


one 


Prominent in Many 

Public Activities 

Colonel Robbins is a lawyer, having 
been admitted to the bar in 1909. He 
was appointed judge of the superior 
court of Cedar Rapids. He served in 
the Iowa state senate. He has been 
chairman of the Cedar Rapids chamber 
of commerce and is active in that or- 
ganization. He is a trustee of St. Luke's 


(CONTINUED ON PAGE 31) 





WENDELL P. COLER, St. Louis 
Secretary and Actuary 
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Gold Proposes 


October 4, 193 


President Recommends in Report That Companies Give Serious 
to Health Conservation, Unemployment and Old Age 


Thought 


Charles W. Gold, 
president of the A. L. C. and vice-pres- 
ident of the Jeligrson Standard, de- 
livered at the opening session Wednes- 
day morning, was less a summation 
of the organization’s activities for the 
past year than recommendations in re- 
gard to increased public usefulness of 
the convention. Mr, Gold particularly 
stressed the public health movement, old 
age and unemployment insurance. 

He expressed disappointment that a 
recent survey of the work of A. L. C 
companies along the line of progressive 
health measures to prolong life indicates 
that in but few companies is there any 
definite effort being made by well sus- 
tained departments for getting informa- 


The report of 


tion to policyholders regarding long- 
evity. 

It is his opinion that if every life 
insurance company in America would 








BEN 8S. GRAHAM, Brooklyn, N. Y. 


Vice-President Brooklyn National Life 
through well organized conservation de- 
partments or an outside agency examine 
10 percent of their insured lives each 
year, at least 50 percent of the insured 
lives of America would be examined an- 
nually, and if only 5 percent of these 
could by information given them as a 
result of examination live a year longer 
it would be the best investment life 
companies pussibly could make. 

Regarding unemployment insurance 
and old age plans, which are receiving 
wide attention this year, Mr. Gold said 
sentiment in this direction is crystalliz- 
ing much more rapidly than is generally 
recognized. Politicians appreciate that 
this eventually will be a popular move- 
ment and American thought appears to 
tend toward the idea that the state is 
the proper vehicle for handling such in- 
surance. 

“Unless industry 
ligation and takes 
out that obligation, 
its many ills will 
said. 


recognizes this ob- 
steps for carrying 
state insurance with 
become a fact,” he 


Considers It an Obligation 

of Insurance and Industry 

“It is an obligation of the insurance 
companies to recognize these conditions 


and prepare to assist industry in hand- 
ling this burden. It is not only an ob- 
ligation but an opportunity. In my 
opinion, therefore, unless industry com- 
bines with the insurance companies to 
work out some plan by which these 
necessities may be taken care of, state 


insurance will result. 
“State insurance funds will naturally 
in the hands of politicians. Polli- 


be 








ticians will have an‘ear to the ground’ 
as to the demands of labor. In times 
of a strike these strikers will in all 
probability be termed ‘an unemployed.’ 
What chance would industry have of 
contesting with labor if the state were 
paying money to the strikers? Deprecia- 
tion is now set up as a reserve for al- 
most every conceivable kind of waste— 
except the waste which comes from old 
age employes. 


“The American Life Convention com- 
panies have been pioneers in many 
phases of life insurance. Will they 


avail themselves of this opportunity, ap- 
proaching it from a sane and conserva- 
tive viewpoint?” 


Considers Health Movement 
of Tremendous Importance 


Mr. Gold termed as most significant, 
the inter-chamber health contest con- 
ducted by the insurance department of 
the United States Chamber of Com- 
merce and sponsored by the American 
Health Association, to improve health 
conditions in cities and towns. Some 
200 cities are in this contest for 1930 
and 1931, which means, Mr. Gold says, 
that experts of the association are 
checking water systems, sewérage, sani- 
tation, health measures, etc. He pointed 
out that if by such measures only a few 
citizens are enabled to live a year 
longer, some insurance companies will 
gain by the contest. 

He said the growth of the A. L. C, 
has been marvelous, the membership 
now being 138 companies representing 
more than $26,000,000,000 insurance in 
force, and the largest organization of 
legal reserve companies in the world 
from the standpoint of membership. 
reported that the American Service Bu- 
reauw had a successful year, and although 
certain disadvantages resulted from 
general slacking of business, the cash 
position of the bureau has been growing 
gradually stronger and there seems now 
no reason why it should not at an early 
date reimburse Convention companies 
in the full amount borrowed from them 
in the early days of the bureau. He 
said the service which the bureau ren- 
ders to member companies is becoming 
more and more apparent and it has 
taken a real place in the life insurance 
machinery of the nation. 

Mr. Gold predicted that the bureau, 


He} 





| to 


with added income due to increased 
patronage of member -ompanies, in time 
will be able to redv :e cost of inspec- 
tions or give adde_ service along in- 
spectional lines, which was the ideal of 
those who fought for its organization. 
Mr. Gold commented on the fact that 
this year closes the first year in office 
of Judge Byron K. Elliott, general coun- 
sel and manager, and Wendell P. Coler, 
secretary and actuary. He said it has 
been a pleasure to serve with them, as 
they have been faithful and loyal. 
Taxation has been a quiescent ques- 
tion this year due to few legislatures 
having been in session, but it always 
will be a live issue as long as nearly $4 
out of every $100 of premium collected 
is paid by life companies in taxes. He 
said if the average business man had 
to pay even $2 tax on every $100 of 
gross sales many businesses now pros- 
pering undoubtedly could not remain 
solvent, but he pointed out that tax on 
life insurance is a recurring levy, not 


applied merely once on the gross, but 
collected year after year on the pre- 
mium, 


“If our march of progress in improve- 
ment of methods falters in the slightest, 
we are failing to appreciate to that ex- 
tent our obligation to that ever increas- 
ing body, the American insuring pub- 
lic,” he said. “From the standpoint of 
membership, our organization is the lar- 
gest organization of legal reserve life 
insurance companies in the world. From 
the standpoint of life'insurance in force, 
however, our companies have only about 
25 percent of the life insurance carried 
by American companies. 

“With the growth of these companies 
has come a better appreciation of the 
obligations due to policyholders. Due 
the fact that our companies are 
domiciled in so many different states, 
improvements in proper legal restraints 


| have followed rapidly. 


Outlines Main Objective 
of Legislative Activities 


“Many laws have been passed, all 
tending toward a general purpose. It 
has been the effort of our convention 
through its legislative bureau to render 
such aid in the formation of this new 
legislation that there will be as near as 
possible a uniformity of regulation 
which will make the operation of our 





Interest in Texas Decision 








Considerable interest was manifested 
at one session of the legal section when 
the decision of the Texas supreme court 
in the Shropshire case was discussed. 
Shropshire borrowed from the Com- 
merce Farm Credit Company and gave 
a mortgage on his land. In addition 
to the regular rate of interest there was 
a commission of 3 percent per year run- 
ning to the credit company for 10 years. 
The credit company desired to collect 
its interest more promptly and hence 
had a_ stipulation that 30 
should be paid during the first five years. 
This plus the interest brought the rate 
above 10 percent maximum legal rate 
and made the transaction usurious. 
borrower was not in default but action 
was brought two years after the loan 
was made on the ground that the law 
of usury had been violated and the pen- 
alty should be attached. 

It was pointed out 
panies in loaning on Texas property 
had interest coupons or commission 
notes attached to mortgages. The 
companies themselves might be entirely 
innocent but if there was an accelera- 


that life com- 





percent | 


tion provided for the payment of com- 
mission notes it must violate the law 
of usury and the companies might be 
held for penalty. A rehearing has been 
applied for to the Texas supreme court. 
Judge W. K. Elliott, counsel for the 
American Life Convention and Attorney 
F, W. Wozencraft of Dallas, will ap- 
pear in the legal battery. 

Attorney Johnson of the Western & 
Southern stated that his company pur- 


chased mortgages from loan concerns 
| netting it 5% or 6 percent. He con- 
tended that his company could not be 


The | 


held liable even if the loan company 
collected a sufficient amount to run the 
annual payment above 10 percent. Other 


attorneys took an opposite point of 
view saying that if the mortgage was 
| tainted before a company purchased i 
it would be tainted all along. Some 
}contended that the borrower should 
have the same right to attack the life 
company as the loan company. Loan 
companies, it was held, should correct 
their notes and deeds of trust so that 





there would be no complication. 





companies in several states less burdep. 


some. 

“Because its member companies ar 
domiciled in so many states, the inf 
ence of the American Life Convent 
in legislation has lent itself in a ¢o; 


structive manner to life insurance 
influence which has been exceeding 
helpful to the life insurance busines 
generally. 

“Life insurance c companies have a re 
opportunity in this day of progress; 


health measures to do their bit towar 
the prolongation of life. 
panies exercise unusual care in the 
lection of risks. All cnpeinnss tabl 
are based on the expectancy of lives al 
to secure insurance. The attitude of t 
company seems to be, then, to 
the premiums. Not only for broad hy 
manitarian reasons, but for the sake 
the money, methods of prolongation 





A. L. DERN, Fort Wayne 
Agency Manager Lincoln National Life 


life should be studied and prosecuted 

Mr. Gold in speaking of the fine wi 
done in the various A. L. C. sect 
said it is the hope of officers some 
soon to arrange for the Medical Sect 
to meet with the general conve 
rather than separately, as heretofore. 

In dealing with the questions ot 
he said 


ant 


age and unemployment, 

“Thousands of employers today 
taking care of men who are past! 
age of efficiency because they could ne 


be heartless enough to turn them om 
Old age retirement funds should be pre 
vided through insurance companies *° 
that a man could retire at 65 or 70 @ 


live comfortably. 


Says Broad Humanitarian 
Reasons Dispel Argument 
“Argument against this, of course 

that there would be no incentive to 

average worker to progress and exce 
he would know he would be taken 


of. However, broad humanitarian { 
ciples eliminate this argument. Int 
machine age we cannot lose sight oft 
fact that the worker is the creator 


wealth and the managerial skill of ' 
directing brain should be used to 
serve his human value.” 

In conclusion he expressed 
tion for the honor of having headec ! 


responsibility of this post. “Ot 
vention is a wonderful vehicle 
and my prophecy and hope is 
the years go by it will continue to ¢° 
in service to the insurance fraternity 4 
the nation,” he said. 


Insurance con- 
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‘tsRe ports 


Secretary W. P. Coler Gives Some of the More Important 
Phases in the Life Insurance Business During the Year 


Odd 
sake 
ation 


— 





al Life 














Secretary W. P. Coler of the Amer- 
an Life Convention gave some policy 





jevelopments. He said that the pur- 
§ the Armstrong laws and simi- 
legislation was to standardize life 


surance so that the sole basis of com- 








ition would be net cost. The in- 
stigation and the adoption of new 
ws including the requirements for 
andard forms led to some unforeseen 
evelopments. 

One the immediate results was the 


ation of a number of new life com- 
anies throughout the country. They 
were not subject to the New York limi- 
They used their initiative to 
levise policy forms, in many cases dif- 

mm those prescribed in New 
York. Because competition was largely 
net cost some companies 
seized on disability benefits which were 
not restricted by any standard provi- 
sion laws. Competition took the form 
f liberalization of the definition of total 
permanent disability. The stock com- 
panies generally, and especially the small 
ones of the west, were not drawn into 
the extreme of the disability competi- 
tion. 


Effect of Keen Competition 
on Disability Benefits 


Mr. Coler said that the companies op- 
erating in New York, being restricted in 
their new business expense, were natur- 
ally interested in devising an additional 
benefit which would enable their agents 
to sell a large volume of insurance and 
thus permit a greater number of agents 
tomake a living. The loss on disability, 
he said, may from this viewpoint be 
considered as a part of the cost of writ- 
ing new business. He said that in view 
of the effort to bring uniformity in the 
lisability clause it is of interest to find 
that but few companies have chosen a 
period of longer than four months as a 





fering 





nited to 


waiting period. Disability in combina- 
tion with endowments at age 65 and 
deferred annuities may cause complica- 
tions, Mr. Coler said that life men 
speak disability occurring before age | 


60 but so far companies have had but 
ttle experience with claims incurred 


just prior to age 60. There is an induce- 





ment to fraud in the life income start- | 


mg at that time, 


Believes Standardization 

Is Carried Too Far 

Mr. Coler regrets that the Insurance 

mmissioners Convention saw fit to 

development of the insur- 

usiness through the individual 
f the management of com- 
is not a believer in standard 
visions or standard disability 
He thinks the Mutual Bene- 

legal contest in Ohio and New 


expansion was the introduc- 


picious losses from poisoning 
1-monoxide gas that they have 
lvisable to revise their clauses 
iyment of the additional acci- 
ht will not be made in event 
irom poisoning or the inhaling 
Greater attention, he asserted, 
paid in the new policy forms 
1930 to the income settlement 
lore options are now avail- 
me companies have adopted 
1 two-year incontestible clause. 
930, Mr. Coler said, there was 
g off in the tendency to reduce 
ie reduced rates at the younger 
made slight increases at the 


the outstanding developments 
he said, is the number of com- 





clarify and limit the power | 
te to impair the freedom of 


e accidental death indemnity. | 
npanies have experienced so | 





| 
| 


Developments in P 


panies issuing policies known as pre- 
ferred risk policies, or at least those is- 
sued for some minimum amount like 
$2,500 or $5,000. He said it logical 
to give the purchaser of a larger amount 
of insurance a quantity discount just as 
there is a justifiable difference in freight 
rates between carload shipments and 
less than carload. Some participating 
companies, Mr. Coler declared, appear 
to be straining their resources to con- 
tinue their present dividend scale. A 
decrease in dividends, he predicted, may 
be just over the horizon. 


1S 


Expectancy Term Plan 
Has Reached Its Zenith 


Mr. Coler said the psychology of the 
bull market probably justified the issu- 
ance of the expectancy term plan for 
business men. The disappointments in- 
herent in this plan, he asserted, will 
doubtless be fewer because of the limi- 
tation as to minimum amounts imposed 
by most of the companies. He thinks 
that the expectancy term has passed for 
this generation the zenith of its popu 
larity. He opines it will be the part 
of wisdom for life company managers 
to emphasize forms of policies providing 
the public with an opportunity to save 
as well as protect. 

Mr. Coler predicted that the popular 
policy of the future for the family man 
may well prove to be a combination of 
insurance and a deferred annuity. As 
a nation, he thinks the United States 
will be more conservative. Choice of 
life insurance plans will be different. 
With declining commodity prices there 
will come for the great salaried class 
an increased margin available for sav- 
ing. A life company, he said, that sets 
out to capture its share of this increased 
margin of savings will be wise. 


Old Age Retirement 
Forms Being Pushed 


Mr. Coler looks for a decline in the 
rate of interest. Those companies, he 
declares, will be most prosperous which 
thus serve the public. Life insurance 
has a wonderful asset in its compara- 
tively high persistency. 

Some companies, he said, are pushing 
old age retirement forms. People are 
now being led to believe that pensions 
paid from taxes will cost them nothing. 


AMERICAN LIFE CONVENTION 





NUMBER 


This he said is a misnomer. Mr. Coler 
looks forward to the time when in- 
sured persons will be given credit on 
their income tax returns for premiums 
paid on life insurance. 

The story of 1930, he said, would not 
be complete without a discussion of the 
family income plan introduced by the 
Continental American Life. Most of 
the companies adopting this plan have 
followed the original scheme of the Con- 
tinental American, The only reason that 
he has heard that the popularity of 
the family income plan will not con- 
tinue is that it necessarily provides 
small cash values and that therefore it 
will not continue long to be salable. 


Finds Strong Argument 
For Family Income Form 


To his mind, Mr. Coler said, this is 
one of the strong arguments for this 
plan. He hopes that it will educate the 


people away from their worship of the 
fetish of cash value. There has been a 
tendency for companies that issue juven- 
ile to extend the age limit 
for issuance of ordinary policies down- 


policies 


ward to and including age 10. The 
larger industrial companies have an- 
nounced a revision of the amount of 
death benefit payable in connection 


with their policies for children. 

Mr. Coler said that in times of busi- 
ness depression there are discussions of 
social insurance such old age pen- 
sions and unemployment insurance. Old 
said, will destroy the 


as 


age pensions, he 


incentive to thrift. Savings of all kinds 
will decrease under a government pen- 
sion plan. It will increase the tax 


burden. He said that no state has placed 
pension funds under the control of its 
insurance department except New York. 
With all his dislike of statutory regula- 
tion, Mr. said that he is willing 
to add his voice to the chorus that 
“there should be a law” governing the 
operation of pension funds under 
proper actuarial principles. 

Mr. Coler said that there may be 
some who favor the furnishing of un- 
employment insurance by life com- 
panies. Their line of reasoning is pre- 
sumably that the very complete line 
of life, health and accident and old age 
insurance now offered in connection with 
group might well be expanded to include 


Coler 
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unemployment insurance. Mr. Coler 
thinks that unemployment insurance 
a casualty line, and at that is on a very 
uncertain foundation. He does not be- 
lieve that a mutual life company should 
be permitted to enter this field. 

Mr. Coler said that the group com- 
panies have been slow to offer to cover 
bank borrowers, instalment purchases 
and on. The group companies have 
taken steps to raise rates on certain oc- 
cupations. All is not rosy in the group 
business, said. 


is 


sO 


he 


One of the ways in which the busi- 
ness is breaking over the barriers of 
standard policy forms is the introduc- 
tion and increased popularity of two 
systems of using dividends. The first 
is the option to use the dividends to 


purchase one year term insurance. The 
other is that recently announced by the 
Penn Mutual where on request in the 
application for the original insurance 
the company offers to apply the dividend 
payable at the end of the first and sub- 
sequent years to the purchase of addi- 
tional insurance on the annual pre- 
mium basis. Mr. Coler thinks this is a 
very constructive development. 


Sees Business Results 
Satisfactory This Year 


Secretary Coler said that this year 
has been a good one for insurance. 
While the volume of new business has 


not been as large as in the past yet it 
has been satisfactory in view of the de- 
pressed financial situation. This year, 
he declared, may be viewed as having 
completed the readjustment of insurance 
to after war conditions. 

He said that with a recession of busi- 
ness there will come a demand for more 
conservatism. 


Thursday Morning Given 
to Three of the Sections 





Thursday morning’s§ session was 
given over entirely to three papers read 
under the auspices of the medical, finan- 
cial and home office management sec- 
tion. Dr. L. G. Sykes of the Connec- 
ticut General appeared for his section, 
being introduced by Dr. Harry W. 
Dingman, vice-president Continental 


Assurance of Chicago. Dr. Dingman, 
who is much more than a medical di- 
rector himself, stated that Dr. Sykes 
was an insurance man and moved in a 


larger orbit than a professional medical 
director. 

Chairman D. T. Torrens of the Kan- 
sas City Life presided over the finan- 
i section. The paper prepared by 
I. P. Wright, a director of the Kansas 
‘ity Life, was read by F. W. McAlister, 
ice-president of the company, Mr. 
Vright was unable to be present on ac- 
count of illness. 

H. F. Chadeayne, Missouri State Life, 
and chairman home office management 
section presided, while W. J. Donald, 
managing director American Manage- 
ment Association, read his address. 


as 


Commissioner Wysong There 

Insurance Commissioner Wysong of 
Indiana, president National Association 
of Insurance Commissioners, was pres- 
ent Thursday morning and gave a talk, 
having come on from the big casualty 
convention at White Sulphur Springs. 
He said that insurance is on a sounder 
basis than ever because of the greater 
cooperation among companies them- 
selves, with the state departments and 
the public. He stressed the thought 
that the asset of public confidence i 
a priceless one. 
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Latest Sales Trends Are Discussed 





Agency Section Stages 
Well Balanced Program 





NEW OFFICERS ELECTED 


Chairman, H. H. Armstrong, Trav- 
elers. 

Secretary, W. W. Jaeger, Bankers Life 
of Iowa. 


The meeting of the agency section 
Friday morning was one of the most 
interesting and instructive of the con- 
vention. There was a quartet of very 
able speakers, each treating a subject 
that had an appeal to executives. Wal- 
ter E. Webb, executive vice-president 
National Life, U. S. A,, retiring chair- 
man of the section, presided. Mr. Webb 
is always affable, clear, forceful and dis- 
criminating in his public utterances. His 
introductions gave a pen picture of the 
man. Sitting on the platform was H. H. 
Armstrong, vice-president Travelers, 
who is the new chairman. The four 
horsemen who did such remarkable 
work were Manager of Agencies A. L. 
Dern, Lincoln National, who talked on 
“Creating Agency Organization Outside 
Metropolitan Centers”; Walter Cluff, 
educational director Kansas City Life, 
who spoke on keeping agents; Agency 
Vice-President James A. McLain, Guar- 
dian Life, who talked on “Problems in 
Development of Metropolitan Terri- 
tory,” and George H. Harris of Mon- 
treal, supervisor field service bureau, 
Sun Life of Canada, who commented 
on the human problem in_ business 
building. Mr. Dern said that if each 
agent made 10 calls a week there would 





be 25,000,000 people called upon each 
year, and he told about the benefits of 
life insurance. He said the expense of 
maintaining a non-productive contract is 
intangibly expensive. 

Mr. Cluff proved to be a forceful 
orator. The burden of his song was that 
the fundamentals should be taught and 
the basic needs be told. There are 42,- 
000 producers in the United States. The 
main work therefore is with the smaller 
people, who write only a modest busi- 
ness. 

Mr. McLain was introduced as one 
of the youngest agency executives who 
has done a splendid piece of work. He 
urged that the supervisor who was in 
an agency should be trained and super- 
vised. 


Tells of Insurance 
Methods in England 


Mr. Webb said that the talks of the 
session would comprise a hand-book for 
agency departments. One of the aims 
of an agency executive, he said, should 
be to induce men to work and not to 
compel them. 

Mr. Harris, always a sprightly, spar- 
kling, witty speaker, commanded atten- 
tion. He spent the greater part of his 
life in England, where he was born. 
He has been over on this side about 
16 years. 

Mr. Harris said that he had noted that 
the so-called “hard-boiled man” really 

(CONTINUED ON LAST PAGE) 








Agency Chief 

















H. H. ARMSTRONG 


H. H. Armstrong of Hartford, vice- 
president Travelers in charge of its life 
agency department, who served as sec- 
retary in the Agency Section of the 
American Life Convention, now be- 
comes its chairman. Mr. Armstrong is 
one of the most colorful men in the 
agency field. He has a fine sense of 
wit. He does not take himself too se- 
riously. He gets a lot out of life and 
wherever he goes he is the center of 
attraction. 





Pointers Given 
on City Sales 





McLain Issues Caution on Inyz. 
sion of Metropolitan Ter- 
ritory 





FAST SERVICE REQUIRED 





Guardian Life Agency Executive Says 
Whole Organization Must Speed 
Up for Success 





The sound views of one of the 
younger and more aggressive easter 
executives, James A. McLain, agency 


vice-president Guardian Life of New 
York, on “Problems in the Development 
of Metropolitan Territory,” were given 
in the general session Friday morning. 
He summed up the high points of 
selling in metropolitan territory as: Con- 
centrated wealth and population, larger 
markets for products, keener compet 
tion for sales and personnel, necessity 
for use of most modern sales methods 
in training and _ supervision, brokers 
business, opportunity for rapid develop- 
ment. mw 
He finds the buying public in cities 
much more insurance-minded than ever 
before. Thus before attempting metro 
politan development, he advised, a com- 
(CONTINUED ON PAGE 30) 
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. . +. What size company do you represent? 


One that is young, virile and growing fast, offering 
you opportunities to grow with, or an old established 
company that has very little, if any, choice territory 


Here’s something to think about.... 


left to offer you. 


.... the Michigan Life Insurance Company began 
business in 1928 and in the first eighteen months of 
operations wrote over ten million dollars worth of 
life insurance in the state of Michigan alone. 


.... now the Michigan Life Insurance Company 
is ready to expand its territory and enter several of 
the central western states. 
and general agents offer them an opportunity to 


build for the future. 


Interested? Let us hear from you. 


MICHIGAN LIFE INSURANCE CO. 


2988 East Grand Blvd. 


DETROIT - MICHIGAN 


Contracts for managers 
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CRUSADE 


for social reform are 
legion. The exact function of a life insurance company in the great task of 
correcting existing evils and making the world a better place for humanity 
is not definitely known. At least it has not been definitely stated. 





Some will say that the one and only purpose of a life insurance company is 
to provide protection for its policyholders. They may add that the indirect 
benefits of life insurance, happiness, contentment, and mental and economic 
independence, are social service enough. Perhaps. 


The Illinois Life believes that American life insurance companies are faced 
with a challenge. Constituting a financial strength second to no other insti- 
tution, looked to with respect and confidence by the world, and holding the 
interests of millions of policyholders, the life companies in this country have 
it within their power to instigate social reforms which will make better the lot 


of mankind. 


Others hold the same belief. Witness the great work being done by the 
Metropolitan in combating disease, and the John Hancock in educating the 
people to the dangers of carbon monoxide. These are but two outstanding 
examples of the social force which can and should be exerted by the insti- 
tution of life insurance. 


The Illinois Life suggests the following as a theme meriting the consideration 
of life companies: “Reduce the toll of human life taken on our highways 
every year.” Here is a cause deserving of attention. Criminal carelessness, 
gross negligence, incompetence, and mere thoughtlessness combine in extract- 
ing a frightful price for our modern spirit of breathless hurry on the public 
thoroughfares. 


The Illinois Life will endeavor, through the channels of advertising and pub- 
licity to make some effort toward the end of eliminating this growing menace. 


ILLINOIS LIFE INSURANCE CO. 
CHICAGO 


ILLINOIS LIFE BUILDING 1212 LAKE SHORE DRIVE 
Raymond W. Stevens, President 
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Don’t Be 
Deceived 


ORE life insurance is 

being written this year 

than last. Don’t be 
deceived by prattle about 
business depression. Join 
our fine staff of go-getters 
and get their stride. Their 
success 1s due to well directed 
effort and attractive policy 
contracts. 


Weare operating in 41 states 
and our volume of new busi- 
ness is quite satisfactory. 
We are constantly expand- 
ing and need a few managers 
to organize general agencies 
in exceptional territory. You 
can command success by 
joining our staff. 


Ask for full information at 
once. 


THE 
BANKERS RESERVE LIFE 


COMPANY 
Home Office: Omaha, Nebraska 


Business in Force, $133,000,000.00 

















Rural Aspects — 
Given by Dern 


Building Country Agency Organi- 
zation Requires Special Tech- 
nique, He Says 


NEEDS CLOSE CONTACTS 


Lincoln National Manager of Agencies 
Gives Interesting Views on 
Avoiding Difficulties 





The essence of creating an agency or- 
ganization outside metropolitan centers, 
A. L. Dern, manager of agencies Lin- 
coln National Life, Fort Wayne, Ind., 
told the general session of the American 
Life Convention Friday morning, is be- 
ing everlastingly on the job, counselling 
and advising with men, striving to learn 
their problems and lending experience 
in helping agents to build an organiza- 
tion of men and women who are happy 
in their work, prosperous as a result of 
their efforts and proud of being repre- 
sentatives of the life insurance business. 

The underlying principles are the 
same as those for creating a metropolitan 
agency organization, but there are spe- 
cial problems. 


Enumerates Factors in 
Planning Rural Campaign 


Important factors to be considered in 
determining where to create an agency 
organization and where not are: What 
lapse rate may be expected in this terri- 
tory? what experience may be expected 
on claims? death or disability? what 
average size policy probably will result? 
what are some of the handicaps which the 
prospective general agent or manager 
must overcome, such as roads, winter 
tieups, nationalities and perhaps re- 
ligion? 

Mr. Dern pointed out that a territory 
upon the map, according to tables of 
statistics may look very attractive, but 
first-hand examination may disclose that 
roads are impassible for a large part of 
the year or else because of extremely 
severe winters it is impractical to cover 
any of the outlying territory during 
months at a time. 

Topography also is vital for managers 
and general agents, for they must be 
able to get to the corners of their terri- 
tory with ease and minimum expense. 


Multiple General Agencies 
Are Considered Good Policy 


The Lincoln National has found it ad- 
visable to establish a number of general 
agencies rather than to split the general 
agent’s 2% percent renewal overriding 
commission with district agents, as this 
latter plan is not profitable for either. 


Mr. Dern said many of the difficulties 
may be anticipated and thus avoided 
entirely. In dealing with the younger 


generation of general agent who starts 
from “scratch,” Mr, Dern told the con- 
vention, he believes the burden of estab- 
lishing the agency should be shared 
equally between general agent and com- 
pany, even going so far as to share 
financial expense. New general agents 
should not be permitted to experiment 
blindly with such things as advertising 
for man-power, but ought to be given 
the benefit of the company’s experience. 
They always should find a sympathetic 
ear at the home office. 


Liabilities Are Assumed 
in Appointing Agents 
“We as agency executives must avoid 
doing the very thing to our general 
agents which we say we do when we 
speak about handing the new agent a 








rate book, a few application blanks and 
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Ww. W. JAEGER, 
Des Moines, Ia. 


W. W. Jaeger, vice-president of th 
Bankers Life of Iowa in charge of its 
agency and production department, wa 
elected secretary of the Agency Se. 
tion this week. He is one of the fore 
most agency leaders of the country. 








a ‘God bless you,’” Mr. Dern said. “We 
should recognize the fact that we have 
acquired liabilities. 

“This is primarily the responsibilit 
of the agency department, but Phe othe 
departments also should lend cooper 
tion.” General agents particularly shou 
be given all assistance in selecting mar 
power. Mr. Dern pointed out there ae 
probably 50,000 agents in the field rep- 
resenting A. L. C. companies who, at! 


calls a week, make 25,000,000 calls a 
year. He said these are 25,000,000 m- 
pressions, good or bad, but never i 
different. 





Economist Sees 
Forces at Work 
for Improvement 


— 








Company executives were interest 
in the talk by Ben M. Anderson, (has 
National Bank of New York econom 
who commented on the business 
tion prior to the stock market bre 
saying that cheap money the mos 
dangerous business intoxicant kl 
From 1922 to 1928 there was 
of stock market and real estate spect 
lation and installment buying Monts 
was plentiful and the banks were drvet 







an org) 


to extremes in finding an outlet for" 
States and municipalities found it ve 
easy to incur bonded indebtedness. Long 
time bonds, he said, for the purchase 

daily bread are most undesirable. = 


rapid expansion of bank credit enco® 
aged export trade. 

Mr. Anderson said that 1 
the volume of business 
needlessly low. During 
months, he stated, mor: 
consumed than were bought 
chants and jobbers or the 
duced. The drought has 
ness revival. Mr. Anders 
business expansion the p¢ 
on personal and business 
taxation for capital purp 
on bank credit. Without prete 
be a prophet the speak tat 
forces are at work which 
generate improvement. 





Mrs, Mary Fletcher of Detrol. 
secretary of the Insurance — 
America, was present at 
as was Secretary E. M. 4 
Illinois Insurance Federation 


Ackerman of © 
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To a great fraternity 


HE Northwestern Mutual Life Insurance 

Company extends cordial greetings to its fel- 

low companies of the Legal Reserve System 
of life insurance in America, and it heartily attests 
its appreciation of the friendly relationship exist- 
ing between it and the constituent companies of 
the American Life Convention. 


The Legal Reserve System has successfully 
withstood the exacting tests of time, and it has 
triumphantly overcome the devastations of war, 
panic, and plague. 


It has made American life insurance the won- 
der of the economic age, and its continued useful- 
ness in building up a marvelous future for life 
insurance can hardly be estimated. 


The Northwestern Mutual earnestly bespeaks 
for each constituent member company of the 
American Life Convention, its well-deserved share 
of prosperity and success in the golden future of 
American life insurance. 


Tue NorTHWESTERN Mutua Lire 


INSURANCE CoMPANY 
MILWAUKEE, WISCONSIN 
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Spiritual Training Called 
Essential for Field Men 





A novelty in the way of a training 
course for agents was sprung on the 
convention Friday at the meeting of 
the Agency Section by Walter Cluff, 
educational director Kansas City Life, 
in his unusual treatment of the diffi- 
cult subject, “Feaching Agents—What, 


How and Who. ‘ 
Mr. Cluff defined as the fundamentals 
which he considers most important 


to instill into agents the qualities which 
he declares are the composite mental 
and spiritual makeup of successful life 
insurance men: 


Outlines Five Characteristics 
Necessary for Life Agents 


“The first is fortitude, which means 
strength of mind and a soul to endure 
patiently and with determination. | 

“The second is courage, not passive, 
but active, a courage that will express 
itself in effort and, ir the language of 
the life insurance man, help a fellow to 
stand on his own two feet and give of 
the best he has. 





“The third is endurance. This is both 
mental and physical. It prevails upon 
a man to stick to the end and never 
give up. 

“The fourth is resolution, which is 
purely a mental virtue, and by which 
temptation is resisted. It keeps on in 
the straight line and gives continuity of 
purpose. 

“The fifth is benevolence, and includes 
all active emotions, such as sympathy, 
charity, kindliness, desire to promote 
happiness and well-being.” 

Mr. Cluff explained: 

“While this sounds somewhat ideal- 
istic yet it is entirely practical and true 
that through skillful teaching and in- 
telligent direction these characteristics 
can be developed and made to produce 
results in every man who seriously 
undertakes the work of becoming a life 
insurance agent.” 

He says that the agent of course must 
be possessed of the positive information, 
such as kinds of insurance, different 


mentals, uses and needs, etc. The third 
division of what he should be taught, as 
Mr. Cluff sees it, is a method of pro- 
cedure; how he is to go about his work; 
what are the things he must do. 

It is Mr. Cluff’s opinion that life in- 
surance men have overemphasized the 
positive information factor, paid little or 
no attention to the spiritual and mental, 
and “merely indulged in the great in- 
door sport of giving advice regarding 
the third.” Mr. Cluff says, “We have 
laid too much importance upon the 
statement to agents that, ‘If you know 
it, you can sell it.’ 1 think nothing is 
further from the truth.” 

“I know plenty of well-informed life 
insurance men who understand the prin- 
ciples of life insurance, possess great 
ability in analyzing the needs of men 
for life insurance and who can deliver 
a most interesting lecture upon the sub- 
ject, but they are not salesmen. They 
never have been taught to express the 
characteristics of successful salesmen, 
neither have they passed through the 
period of patient and persistent practice 
so necessary in acquiring skill in sales 
procedure. 


Other Types Unsuccessful 
Despite Sincere Efforts 





“On the other hand, we have seen 
many men who claim to be heart and 


policy contracts, life insurance funda-'! soul in the work, thoroughly sold to the 








COMMONWEALTH: 


CORDIAL: 


COOPERATION: 


— Webster says:— 


a number of persons united by compact or tacit 


agreement ; a body united for some interest: 


Commonwealth 


In our case: 
Life Insurance Company united 


for the interest of protecting mankind. 


hearty, characterized by a sincere and warm 


friendliness, sincerely or deeply felt. 


In our case: 


The middle word of our slogan. Our agents re- 
ceive cordial help to the degree Webster defines. 


to act or operate jointly with another or others; 


to concur in action, effort or effect. 


The third word 


In our case: 


of our slogan. Our agents re- 


ceive unstinting cooperation. 


‘“‘Commonwealth Cordial Cooperation’’ 


our slogan of an unusual service given our agents that 


enables them to succeed and prosper. 


You will find op- 


portunity working under the “Commonwealth Cordial 
Cooperation” plan that leads to success. 


I. SMITH HOMANS, Vice President, 


ommonwealth LifelnsuranceCo. 
LOUISVILLE, KENTUCKY . 





Property Investment 
Guaranteed Income 


WRITING 
Educational 


Economic Life 





Junior 20 Pay 
Term 


Guaranteed Accumulation Joint Life Group 














WALTER CLUFF, Kansas City 
Educational Director Kansas City Life 
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fervently, still they cannot sell; 
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In regard to the method of instruc 
tion, Mr. Cluff believes conventions ani 
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Life Presidents’ Delegation 


President Thomas I. Parkinson of the 


Equitable Life of New Y 


delegation of the Association of Life In- 


Tork headed the 


surance Presidents, his associates being 


President B. H. Walker, 
Co. of Virginia; W. H. 


Life [nsuranct 
Pierson, third 


vice-president New York Life, and A 
G. Hann, actuary Pacific Mutual. Mar 
ager George T. Wight, Assistant Mar 
ager C. G. Taylor and Attorney V.! 
Whitsett were also present. Mr. Park 


inson in his remarks said that whatevét 
one company did, either in the way @ 
bettering or adversely affecting the bus 


ness, had its influence on all other 
of 


panies. “Regardless 
companies are large or s 


r com 
r ou 


whether 
mall, mutual of 


stock, eastern or western, we are a= 


the same boat,” said the 


speaker. 


Golf Tournament Winners 


Low 
Northern Life. 


Qualifying—E. P. Oertel, Gre# 


Putting (tie)—W. P. Stevens, Scrant 
Life; H. G. Royer, Great Northern Lift 
First Flight—Winner, P. F. an 
American Reserve Life, Omaha; runner 
up, Henry Abels, Franklin Life, Sprim™ 


field. 


Second Flight—Winner, F. D Meach- 


am, 


Hooper-Holmes Bureau; 


runner-UP 


E. C. Lupton, Bank Savings Life, Tope** 


rd Bolt 


Third Flight—Winner, Ri 
sard, National Guardian Life, Madiso® 
runner-up, George Graham, Cen™® 
States Life. me 
Fourth Flight—Winner, Robert Mace 
enzie, American Service Bureau, ** 
Louis; runner-up, C. P. Bryant, HooP® 
Holmes Bureau, Chicago. — 
Consolation—Low net, B. M. W% 
American Service Bureat) " 


small, 
Louis; 
coln Life, Springfield, Ill. 


second, J. Fairlie, Abraham oad 
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NATIONAL LIFE INSURANCE COMPANY 
OF THE UNITED STATES OF AMERICA 


ALBERT M. JOHNSON ROBERT D. LAY 
Chairman of the Board President 


Established in 1868 
But in tune with the underwriting spirit of 1930 








A fine OLD company for ambitious YOUNG men 





A few openings for men— 
striving in the PRESENT with an eye to the FUTURE 


Address: WALTER E. WEBB, Executive Vice-President 
29 South La Salle Street, Chicago, Illinois 





Representation in Chicago 


GEORGE W. WOLFLE, Agency Manager JAMES P. FARMER, General Agent FREEMAN J.WOOD, Agency Manager E. E. LAMB, Agency Manager 












1738 Builders Building 431 So. Dearborn St. 640-29 South La Salle St. Home Office Agency 
324-29 South La Salle St. 
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Financial Men’s Interesting 


Canadian Cites Benefits 
of Wide Investment Law 


Economic Trend 
Very Important 


Investment Men Stress Effects 


of Mechanization of Industry 
in Session 


SURVEY IS COMPLETED 


Papers Emphasize Factor of Liquidity 
in Farm and City Loans and 
Securities 


NEW OFFICERS ELECTED 


Chairman—George C. Holmberg, 
Northwestern National. 

Secretary—R. T. Byers, 
Central. 


American 


Realization that the financial depart- 
ments of life companies are of great in- 
all other which 
has developed the Financial Section of 
the American Life Convention to a 
point its meetings are attended 
almost in a body investment officers 
of all resulted in 
night. 
15 
of 


fluence on operations, 


where 
by 
member companies, 
meeting Wednesday 
emphasized that only 
ten inception 
the A. L. did the investment affairs 
come to be recognized as so important 
that any discussion of them appeared in 
proceedings. 


overflow 
Speake rs 


years ago, 


an 


years alter 


Discuss Many Angles 
of Investment Department 


In the intervening decade they have 
grown in significance until in the Chi- 
cago meeting not only were the highly 
technical matters of sound investment 
of funds debated at length, but also the 


responsibilities which investment  of- 
ficers have in their relations with all 
other departments in promoting public 
good will, assisting agents in produc- 
tion, etc, 

D. T. Torrens, vice-president Kansas 
City Life, retiring chairman, supplied 
the background for the discussion in a 
short paper emphasizing the funda- 
mental economic changes which have 


come about in this country in the last 
15 years, 

He stressed the 
dustry with the 


mechanization of in- 
change from hand 
labor to machines. “Unemployment now 
is a serious situation,” he said. “The 
fact that banks have been buying early 
maturing bonds at 2% and 3 percent, 
and other developments are sufficient 
evidence that labor is not alone en- 
feebled, but also capital. 

“The change from hand labor to ma- 
chines between 1915 and 1930 resulted 
in 15,000,000 workers being permanently 
dismissed. Between 1919 and 1930 in- 
dustry produced a great deal more goods 
with fewer workers.” He pointed out 
as an illustration that the steam engine 
and electric hoist have replaced hod 
carriers and other workers in the build- 
ing trades, and that on railways, freight 
trains of 120 to 130 cars now are handled 
by crews of five men, due to growth of 
labor saving devices. 

These are developments of primary 
consideration for investment officers of 
life companies, Mr. Torrens empha- 
sized, for they vitally affect the types 
of investments which may soundly be 
made. 

The subject has been under an in- 
tensive survey by a special committee 








of the investment committee of the sec- 
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Farm Loans Reach Rock 
Bottom, Reilly Declares 











Rock bottom has been reached in the 
farm loan and foreclosure field and gen- 
eral improvement along this line soon 
will be apparent, John E. Reilly, secre- 
tary-treasurer Old Line Life, Milwau- 
kee, declared at the meeting of the finan- 
cial section Wednesday. 

The drought and its effect on crops 
will have a tendency to slow up farm 
sales, but its effect will not be so wide- 
spread and disastrous as early reports 
indicated, Mr. Reilly said. Inquiries for 
farms have increased most decidedly, he 
reported, and these are coming not from 
local or adjoining farmers, but from 
city workers. It is his opinion that 
when farm properties begin to move 
there will be places which have been 
kept up, tenanted, with buildings re- 
paired or remodeled, land fertilized, etc., 
to attract buyers. With this sales psy- 
chology in view his company has deemed 
it well worth while to put its farms in 
as good state of cultivation and repair 
as the investments warrant. 

“There is no doubt in my mind but 
that the operating of foreclosed farms 
will continue to be for an indefinite pe- 
riod one of the important branches of 
the life insurance business,” Mr. Reilly 
said, “and we must reconcile ‘ourselves 
to that fact by working with our farm 
accounting toward making the best 
showing possible under the conditions 
which have been to say the least most 
adverse.” 

Mr. Reilly gave the high lights of the 
system of farm operating accounting 
used by the Old Line Life. 





tion, which has prepared a booklet re- 
porting the results. This was distrib- 
uted to members near the close of the 


A. L. C. convention. 
John E. Reilly, secretary-treasurer 
Old Line Life, Milwaukee, who pre- 


sented the first paper, on “Farm Operat- 
ing Accounting,” explained that he 
could not promise a way to get out of 
the “red” in operating foreclosed farms, 
but he said his paper might indicate a 
way to reduce net costs of operations, 
although gross costs would increase. 
He emphasized that there is no more 
(CONTINUED ON PAGE 15) 





Considerable interest was evinced in 
the paper read by L. R. Young, assist- 
ant general manager Canada Life, at the 
meeting of the Financial Section, on “A 
Review of Life Insurance Investments 
of Canadian Companies,” as a result of 
the surprisingly good investment expe- 
rience of some Canadian companies. 

Mr. Young brings out the difference 
in laws between Canada and the United 
States in his introduction, pointing out 
that Canadian companies are large hold- 
ers of government and municipal se- 
curities and are permitted to buy any 
obligations of or guaranteed by the Do- 
minion provinces, British or foreign 
governments, obligations of municipali- 
ties, school corporations and many other 
securities not open to American com- 
panies. 

“We Canadian companies would wel- 
come a mutual understanding between 
our federal and your state insurance de- 
partments where the securities of the 
|} governments of our country might be 
freely accepted for deposit against our 
reserves across the border line of our 
country,” Mr. Young said. 


Trend of Investments Has 
Undergone Change 


“The investment policy of the Cana- 
dian companies was radically changed 
during the period of the great war when 


they were for patriotic reasons invest- 
ing largely in Canadian government 
loans. During the last ten years this 


trend has been reversed, although the 
total holdings even now of Canadian 
government loans represent a much 
larger percentage of the total assets of 
the companies than they did prior to 
the commencement of the war. 
“Municipal bonds have always been 
favored as good investment. Miscel- 
laneous bonds, which include all the 
public utility and industrial corporation 
bonds, receive a considerable proportion 
of the attention of investment officers of 
the various companies. The total in- 
vestment in these classes of securities 
has shown a slight increase when con- 








sidered as a percentage of the total in- 
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GEORGE C. HOLMBERG, Minneapolis 
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D. T. TORRENS, 


Kansas City 
Retiring Chairman 





vestment, and the increase would haye 
been considerably larger were it not for 
the preference of one large company { 


or 
10F 


stocks, which has offset the fact tha; 
most other companies have been paying 
particular attention to corporation fixed 
interest obligations. 
Have Good Experience on 

Their Farm Loans 

“We in Canada have had the good 
fortune that inflation of farm land values 
has not gone to extremes. In conse. 


quence our foreclosed farms, while both- 
ersome to us, have sold on a long term 
basis at prices that promise of paying 
out. I am sure that all of our companies 
investing in farm loans have long since 
realized that sales of foreclosed farms 
must be in proper relation to the earn- 
ing power of the farm if we wish to be 


out of the real estate business. Adver- 
sity in this respect has taught us in 
Canada that sale of foreclosed ands t 





new settlers without proper gi 
and supervision is extremely hazar 


Explains Colonization Plan 
Being Operated in Canada 


He told workings of the Colonization 
Finance Corporation, an offshoot from 
the Canada Colonization Association 
which supplies settlers to whom Cana- 
dian life companies can transfer fore- 
closed lands in return for “A” bonds of 
the corporation. Money can be advanced 
these settlers to rehabilitate farms, for 
which the companies receive “B” bonds 





He also mentioned the Dominion 
Mortgage & Investment Association 
which wards off destructive legislation 


and helps municipalities which have de- 
faulted in payment of debenture inter- 
est to reorganize on a sound basis. 





Baker Gives Factors in 
Investment of Funds | 








Life companies’ investments generally 
should consist of securities having 
fixed interest rate and definite maturit 
date, since nothing is more certain tha! 
that the companies some day will be called 
on to fulfill their contracts, Gladden W 
Baker, assistant treasurer Travele 
told the Financial Section in meeting 
Wednesday. 

The time when contracts will mature 
is reasonably sure, based on the proba 
bilities of death and the happening 0 


other contingencies against which col- 
tracts are written, he said. His subject 
was “The Value of Diversified Inves* 
ments.” Investments should be wide! 
diversified. Spreading of risks ané 
losses inherent in any one type of i 


vestment results from such practice. 10 
vestment risks should not be dependent 
on prosperity of any one industry o 
section. By diversifying investments 
companies are able to spread maturitit: 
of funds and take advantage of clianges 
in the general trend of interest rates 


Investment Manager 
Must Look Well Ahead 


“The investment manager must 0 
necessity undertake to arrive at some 
idea as to the general trend of the 1! 
terest rates,” Mr. Baker said. “If 


seems likely that during the years ra 
mediately ahead interest rates will de 
cline, then he will make investments fo" 
a long-term, and so avoid the ne essit’ 
of reinvestment after a few years 
lower rates. Conversely, if interes! 
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10 Reasons Why The Federal Life 


Man Succeeds 


1. Because he has in his kit every desirable policy form. 


. Because he can offer either Participating or Non- 
participating insurance. 


bo 


3. Because he can insure children with premium waiver 
on applicant. 


4. Because in addition to customary Disability and 
Double Indemnity he can offer the most 
attractive Non-Cancellable Income Policy 
with or without life insurance and with 
choice of life indemnity or 5- and 10-year 
aggregate indemnity with immediate hos- 
pital coverage. 


5. Because he can offer a remarkable line of Commer- 
cial Accident and Health policies—quarterly 
payments if desired. 


6. Because he can offer a most liberal commercial 
policy with premiums payable monthly— 
with or without accidental death but pay- 
ing liberally for loss of hands, feet or eyes 
—with elimination period and immediate 
hospital coverage. 


7. Because he can sell a Non-Cancellable Automobile 
Policy—$5,000 and $100 per month renew- 
able to age 70—men or women—a big seller 
to people already insured but who welcome 
this additional protection. 


8. Because The Federal offers “Human Being” insur- 
ance on policies which fit in well with up 
to date life insurance programs. 


9. Because The Federal is widely advertised and favor- 
ably known. 

10. Because The Federal is thirty years old, with its 
first President at the helm—operating in 35 
states—good open territory in all states and 
some exceptional opportunities in the state 
of ILLINOIS where most of the people are 
acquainted with the Federal and approve of 
its methods and policies. 


Federal Life Insurance Company 
ISAAC MILLER HAMILTON, President 


CHICAGO 


Over $150,000,000 Life Insurance in force. 
Over $3,400,000 Accident and Health Premiums 


in force — equivalent to premiums on another 
$150,000,000 of life insurance making 


A Three Hundred Million Dollar Institution 
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Always a Golden Opportunity for 


LIVE LIFE INSURANCE 
AGENTS 


VEN during times of business de- 
pression life insurance men have a 
chance to work among classes that are 
not affected to a great extent by the busi- 
ness storms. 


Life insurance salesmen in their work 
need to concentrate their entire thought 
on giving the greatest service to pros- 
pects and in presenting their arguments 
in the fairest and most sincere way. They 
should not have to worry about the serv- 
ice of their company, its financial stabil- 
ity, any trick in their own contract, any 
lack of attention or sympathy. 


The Guaranty Life is recognized as 
one of the substantial companies of the 
country, thoroughly alive to the needs 
of the day. It keeps in close touch with 
the field. It is back of its agents at all 
times. It never falters when a call is 
made. 


The Guaranty Life is proud of its rec- 
ord, its policy contracts, its agency rela- 
tionships, the backing it gives its men, 
the effort that the home office makes to 
give them the most efficient service. 


Guaranty Life men like Guaranty 
Life service. 


LEE J. DOUGHERTY, 


President and General Manager 


(GUARANTY LIFE 
INSURANCE COMPANY 


DAVENPORT, IOWA 
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rates are rising, he will invest for a 
short term and.so have his funds back 
in hand at a time when he can invest 
them to better advantage.” 

A third important result of diversifica- 
tion is marketability. This is essential 
because of the changed character of life 
insurance with provisions for paying 
monthly disability income, double in- 
demnity in case of accidental death, and 
the need for reserves to be liquid as for 
a casualty company. A substantial part 
of reserves should be invested in salable 
bonds. 

Mr. Baker stated that a moderate 
amount of common stocks would be 
advantageous for life companies, but 
they should be carefully chosen and cou- 
stantly watched. He said industries in 
which investment in common stocks is 
most suitable are those making an es- 
sential product or rendering an essen- 
tial service, preferably those purchased 
daily by the consumer public. 


Roger B. Hull, managing director of 
the National Association of Life Under- 
writers, was introduced at the first ses- 
sion. He stated that he hoped business 
men would deny themselves for three 
months the luxury of “crabbing” about 
dull business. He advocated the re- 
placing of business fear with business 
courage. 











Urges Loan Men to Come Out of Shells 





There is considerable latitude for 
the investment man in a life insurance 
company to make himself more than a 
mere money lender, in that through a 
level investment program and an at- 
tractive loan plan he can make friends 
for the company who can be capital- 
ized by the field organization through 
direct solicitation and also through the 
influence this policy brings to the agent 
in his community, Friend W. Gleason, 
vice-president Pan-American Life, New 
Orleans, in charge of investments, said 
at the meeting of the Financial Section. 
His paper was on “Investment Coopera- 
tion.” 

“Don’t we surround ourselves 
that barrier of interest rate, 
and amortization and feel that we are a 
little kingdom all our own?” Mr. 
Gleason asked. “What do we actually 
do toward building up that great insti- 
tution that you and I represent? Don’t 
we owe something to that army of men 
and women who traverse the highways 
and byways of our territory to bring us 
some money to invest? 

“For 20 years my company has spe- 
cialized in making loans on owners- 
occupied residences. We will lend only 


with 


margins | 





to individuals who have sufficient means 
to afford the type of home they offer to 
us as security for the loan, and they 
must bear a good, debt-paying reputa- 
tion. We are rapidly getting away from 
the practice of buying loans and are in- 
stead creating a loan through the 
medium of loan agents who represent us 
exclusively. 

“When you deal directly with the 
borrower you to a certain extent be- 
come his benefactor. You directly have 
furnished the means whereby he can buy 
the little home that he has coveted; you 
then become a partner with him and you 
have accomplished the thing that all life 
insurance companies try to do—you 
have entered the home. What more 
fertile field could your life representa- 
tive enter? 

“You have selected for him a home 
owner whose reputation for paying his 
bills is good and he has a debt to take 
care of. Isn’t that the psychological 
place for your life man to appear on the 
scene?” 

The company will not lend in any 
territory lacking a field representative. 
Field men report as high as 65 percent 
of loans afterward lead to life insurance. 





ARE YOU LOOKING FOR 
AN OPPORTUNITY? 


If you are not now under contract and are 
looking for a profitable and pleasant agency 
connection let us suggest that you 


BUILD YOUR 
OWN BUSINES 


under our general agency contract in any 
one of the following States: 








Royal Union Life Building, 
Cor. 7th and Grand Ave. 
Des Moines, Iowa 


Royal Union 








IOWA 
KANSAS 


TEXAS 
OHIO 


PENNSYLVANIA 


Life Insurance Company 


DES MOINES, IOWA 
A. C. TUCKER, President 
LECKIE 


OKLAHOMA 


MISSISSIPPI 
MISSOURI 
MONTANA 
NORTH DAKOTA 
SOUTH DAKOTA 


[Merriam Talks — 


on City Value 


Able Address Takes Up Facto 
in Making Urban In 
vestments 


FARMERS ARE BACKBONE 


Lopsided Development and Neglect of 
Soil Point Need for Better In- 
vestment Market in Country 


A paper of absorbing interest in ¢J 
Financial Section meeting Wednesda 
night, in view of the partial collapse 
many other kinds of investment 
agricultural difficulties and may 

foreclosures by 


ing 
farm 
was that of A. O. Merriam, vice-presi- 
dent Franklin Life of Springfield, 1) 
on “Types of City Mortgages Bes 
Suited for Life Insurance Invest 

Mr. Merriam attacked this subject 
from an odd angle, his belief in th 
stability of rural life. He said tha 
more than 50 percent of the popul 
tion of this country lives in cities but 


life Conipamies 


ment 






100 percent lives off the land. As in 
vestments in cities increase in propor- 
tion to investments outside city limits 
so the proportion of investments alloted 
to administrative, distributive and other 


secondary industries increases  whil 
the proportion allotted to primary and 
more basic industries which provide raw 
materials decreases. 


Lopsided Development of 
Past Is Pointed Out 


“We seem to have developed rather 
lopsidedly for the past half century or 
so,” he said. “We have devoted wealth 
to hard roads and railroads, to making 
our cities bigger and better, to manu- 
facturing on a larger scale and on a 
quantity basis, but the soil—the primary 
basis of our wealth and prosperity—has 
been sadly neglected.” 


He asked at what point farm lands 
of this country will cease to support 
the city investment. He said it does 
not seem good reasoning to presume 
that we can continue to modernize and 
improve everything else indefinitely, and 
neglect the soil. He noted the present 


trend of life insurance investment 1s 
toward the city where there are more 
opportunities for investment and _ pre- 
sumably interest rates are higher be- 


cause actual production values are more 
flexible. 


Mr. Merriam said there is little doubt 
that city properties offer an excellent 
field for life company investments at 
present, and probably for some time to 


come. However, he suggested serious 
thought along the line of building 4 
better market for capital outside o! 
cities. 


Gives Factors to Consider 
in City Investments 


In selecting city investments, he said 
companies should choose cities of at 
tractive location with natural advantages 
and which have developed to 25.000 oF 
30,000 population at the least, wiih vat 
ous industries, substantial agricultura 
surroundings, if possible; a record | 
steady and moderate growth; mature 
iment 


age. Other points are city gov: 

tax laws, manner and equality of ta 
assessments and records as to payment 
of municipal obligations. He partic 
larly emphasized overbuilding o! office 


structures, apartments and reside ces 
some cities, a situation against which he 
said companies should be on their guard 
“The types of city investment suite? 








for life insurance companies at thie pres 
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ent moment have characteristics in com- 
mon,” he said. “Without exception 
they are represented by real property, 
either privately or publicly owned, and 
today tangible without reference to ac- 
; accretions or enhancement of 


ressk 

we Not too much consideration 
should be given to intangible values, 
such as good will, etc. Appraisals 
should be made on ability to produce 
revenue. Properties should be judged on 


a continued utility basis as opposed to 
ary utility, and they should also 
ged on a multiple utility as op- 
to a restricted utility basis.” He 
said their usefulness should not be of 
seasonable nature nor depend on style 
or mode. 

Requirements Are Noted 

for Appraising Land 


tempo 
be jut 


pe sed 


Land, representing all or part of the 


city investment, should be of location 
desirable for the purpose for which it 
is used and attractive for other pur- 
poses in case of emergency, should be 


in continued demand as business or rent 
producing sites, marketable and access- 
ible to public utilities or improvements, 
accessible to the public and its particu- 
lar market. 

It should represent a fair and pro- 
portionate amount of the area devoted 
to the same purpose in the neighbor- 
hood or territory, and also a proper 
ratio to the business or production area. 
In general he says, city property should 
never be considered as adequately safe 
security for a loan unless land and 
buildings together are included. Most 
of the factors in appraising land are 
those used for appraising city buildings, 
but others are age and condition of 
buildings, architecture, quality of con- 
struction. They must be susceptible to 
economical and practical alterations in 
case of necessity. 


Economic Trend 
Very Important 


(CONTINUED FROM PAGE 12) 


elusive thing today than market value 
on farm property. Mr. Reilly’s paper, 
prepared by an officer of a company 
which has had considerable success in 
the farm loan field and on foreclosed 
farm properties, excited considerable in- 


terest Chairman Torrens’ declared 
after its delivery that two points were 
of great value to members, that farm 
values have reached rock bottom, and 





New Secretary 











RUSSELL T. BYERS 


Russell T. Byers, vice-president of 
the American Central Life of Indianap- 
olis, becomes secretary of the Financial 
Section. He served as president of the 
Indianapolis Insurance Federation. He 
is regarded as an authority on financial 
Subjects. 





that now there are more buyers for 
foreclosed lands than at any time since 
the agricultural depression set in. 

A. OQ. Merriam, vice-president Frank- 
lin Life, Springfield, Ill., presented a 
lengthy but engrossing paper on “Types 
of City Mortgages Best Suited for Life 
Insurance Investments.” He prefaced 
his paper with the explanation that the 
information and advice therein con- 
tained were only such as were known 
by all life company investment men, 
but it was conceded that Mr. Merriam 
had produced a scholarly treatise on the 
subject and all of its important rami- 
fications. 

He expressed the opinion that life 
insurance funds if improperly applied in 
investments might involve this country 
in many serious problems in the future. 
There is a decided trend toward requir- 
ing installment payments on loan prin- 
cipal along with interest, he said, both 
rural and urban. He said there ap- 
pears to be a set rule in making loans 
that value of land should be not less 
than a fifth value of building, and the 
maximum loan should not be more than 


two and one-half times value of land. 
The nominating committee was ap- 
pointed and withdrew to prepare the 


slate, and then Friend W. Gleason, vice- 
president in charge of investments, Pan- 
American Life, New Orleans, presented 


his paper on “Cooperation.” He urged | plete success. 





investment men to take more interest 
in other departments, particularly 
agency, and pointed his contribution 
with a moral from his company’s recent 
experience, telling of a $1,000,000 group 
case which has just been closed through 
cooperation of a loan man. 

L. R. Young, assistant general man- 
ager Canada Life, Toronto, brought 
greetings of the Canadian companies. 
He was the only Canadian representa- 
tive on the A. L. C. program. He said 
only four or five Canadian companies 
now are members of the convention but 
expressed the belief that many more 
would join as the fine character of the 
programs and the many-sided work of 
this organization becomes better known 
in Canada, 

Tells of Decided Trend 

Away from Farm Loans 


Mr. Young outsile his formal paper 
stressed a decided trend away from 
farm loans among Canadian companies 
in the last five years and he said their 
farm loans in that time have been re- 
duced considerably. He explained the 
interesting colonization plan worked 
out in cooperation with Canadian rail- 
ways, under which railways supply set- 
tlers and life companies the farm lands. 
He admitted this is as yet an experi- 
ment and has not demonstrated com- 
He said life companies’ 





cooperation with government agencies 
under another plan practically has elim- 
inated destructive investment and other 
legislation affecting life companies. 


Baker Recommends Liquidity 
as Investment Essential 


The final paper was that of Gladden 
W. Baker, assistant treasurer Travelers, 
on “The Value of Diversified Invest- 
ments.” It displayed considerable 
thought, emphasizing the growing need 
for liquidity, much as banks have been 
forced to seek types of investments 
which could be realized on quickly in 
case of need. 

Mr. Holmberg expressed thanks to 
the section for being selected to head it 
in the next year. 

Mr. Torrens’ last official act was to 
ask two questions, which largely sum- 
marized the section meeting and gave it 
point. The first was whether member 
companies had had trouble with farm 
loans in the last five years. There was 
a general chorus of “Yes,” but some 
answered “No.” The second question 
was whether any more trouble had been 
experienced with farm loans made in 
the last five years than with city loans 
made in the same period. The answer 
to this was indecisive, but there ap- 
peared a majority dissatisfied with farm 
loan experience in this period. 
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CONTINENTAL Agents are in the com- 
fortable position of being able to offer 
their clients complete disability coverages. 


STANDARD DISABILITY CLAUSE 


Waiver of Premium 
Monthly Income 
Double Indemnity 


NON-CANCELLABLE DISABILITY COVERAGES 


For Business and Professional Men 
Written with or without Life Insurance 


UNIVERSAL SERIES-ACCIDENT AND HEALTH 


Indemnity for loss of life, limbs, or sight | 
Indemnity for loss of business time 
Indemnity for partial loss of time 
First day coverage if desired 


All forms of Life Insurance, including Group and wholesale. | 
Liberal Agency Contracts available. Address Agency Department. 


Continental Assurance Company 


910 SOUTH MICHIGAN AVE. 


CHICAGO, ILLINOIS 
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Legal Section 





Great Interest 
in Round Table 


Formal Paper and Discussion De- 
cided on ‘for Next 
Year 


PRESENT FINE PROGRAM 





Wide Range of Important Subjects 
Covered in Well Prepared Ad- 
dresses of Counsel 


NEW OFFICERS ELECTED 


Chairman—F. W. Wozo2ncraft, Dallas, 
associate counsel Southland Life. 

Secretary—Allen May, St. Louis, gen- 
eral attorney Missouri State Life. 

The Legal Section of the American 
Life Convention this year returned to 
its old time custom of meeting the first 
two days of the week. Last year the 
committee had but one day’s session 
which did not suit the attorneys at all. 
This year the second afternoon was 
given over to round table discussion on 
life insurance trusts with B. P. Sears, 
general counsel National Life, U. S. A,, 
in charge. This proved a popular fea- 
ture and will be continued. It was de- 
cided to have next year one appointed 
leader to discuss a formal paper and 
then have open discussion thereafter. 


New Officials Prominent 
in Public Life 


Frank W. Wozencraft of Dallas, who 
was mayor of that city when he was 26 
years old, and is counted as one of the 
brilliant members of the Dallas bar, is 
the newly elected chairman, he having 
served as secretary this year. Walter 
H. Eckert, general counsel Federal Life, 
who presided this year, was given great 
credit for getting up an admirable pro- 
gram. Allen May, general attorney 
Missouri State Life, becomes secretary. 
He was formerly assistant attorney gen- 
eral of Missouri and gives all his time 
to the Missouri State, having been con- 
nected with it for the last six years. 

Formal papers were presented by 
Fred H. Aldrich, general counsel Amer- 
ican Life of Detroit; Mr. May; A. W. 
Parker, counsel Atlantic Life; C. C. 
Shoemaker, vice-president Great Repub- 
lic Life; R. B. Cousins, Jr., president 
San Jacinto Life; E. R. Sloan, general 
counsel Bank Savings Life, and R. F. 
Baird, general counsel Lincoln National 
Life. Byron K. ENliott, general coun- 
sel American Life Convention, gave a 
review of recent life insurance decisions 
and Ralph H. Kastner, attorney of the 
convention, gave a comprehensive re- 
view of legislation and departmental 
action. 


Some Informal Talks 
Given at the Meeting 


The heavy proceedings were inter- 
spersed with some informal remarks. At 
the noon luncheon the first day Judge 
Will M. Sparks of the United States 
circuit court of appeals gave a talk. 
President W. P. Sidley of the Chicago 
Bar Association gave the welcome. 
President Charles W. Gold of the con- 
vention was introduced at one session. 
J. B. Reynolds, president Kansas City 
Life and first president of the conven- 
tion, brought greetings. Sidney A. 
Foster, one of the founders of the con- 
vention, 83 years of age, in a very vig- 
orous way told of some of the virtues 
of the organization. Paul Samuell, for- 

(CONTINUED ON LAST PAGE) 


Debates Moot Points 








Discuss 


Insurance Trusts 





Members of Legal Section Conducted Interesting Forum, 
Taking Up Methods of Procedure Where Policies 
Are Held by a Trustee 





At the round table forum conducted 
by the legal section the last afternoon 
the general subject included some prac- 
tical problems in handling life insur- 
ance trusts. The leader was B. P. 
Sears, general counsel National Life, 
U.S.A. The main question centered 
about any change in a policy which is 
in a trust agreement. For instance, if 
a change of beneficiary is asked where 
power is given the assured to make a 
change, the right of the trustee to be- 
come any factor in the transaction is 
up for discussion. 


Requirements of Companies 
in Trust Agreement 


Some companies require a copy of 
the trust agreement at the time the 
policy is made payable to the trustee or 
if there is any difficulty in securing this 
they ask for a statement from the trus- 
tee outlining the terms of the agreement 
insofar as they affect the life companies. 
Many companies follow this practice 
feeling that it is necessary to protect 
themselves in case there is some feature 
of the trust agreement that may be vio- 
lated. Sometimes there is an irrevoca- 
ble trust period and yet the assured re- 
tains the right to change the beneficiary. 
Some of the speakers felt that it was de- 
sirable for a company to examine trust 
agreements. The policy is established 
for the benefit of the beneficiary and his 
rights must be respected. 

D. W. Simms, Lafayette Life, took 
the position that a company should not 
require a copy of the agreement or any 
statement concerning it. When it does 
he said a company steps over into the 
clear field of equity. The policyholder 
selects his trustee and an agreement is 
drawn up. He has his insurance fash- 
ioned as he desires it. A life company 
offers its service, wants to investigate 
the trust agreement and see whether it 


is drawn according to its views. It 
acquires knowledge of the trust. It as- 
sumes to advise and direct. The com- 





pany proposes to see whether the agree- 
ment is in accord with its wishes. 

Colonel Simms declared that by this 
procedure a company inferentially as- 
sumes the responsibility of seeing that 
the terms of the trust are carried out. 
But very few companies, he said, by 
charter right can do a trust business. 
In his opinion they should not acquire 
any interest in the trust. When a com- 
pany has paid the proceeds of a policy 
to a designated beneficiary its obliga- 
tions have been discharged. The more 
familiar a company becomes with a trust 
the more trouble it stores up. 

R. F. Baird, Lincoln National, feels 
that unless a company gets a copy of 
the trust agreement it may find itself 
caught in an embarrassing situation, 
especially if the policy has been as- 
signed. He cited a case where the as- 
sured did not reserve the right to exer- 


cise options and yet he endeavored to 
do so under the trust agreement. 
F. W. McAllister, Kansas City Life, 


stated that a trustee beneficiary has no 
greater right than any other kind of a 
beneficiary. 

C. P. Peterson, Bankers Life of 
Iowa, said that the same practice should 
be followed when any benefits are to be 
paid out or any change made under a 
trust agreement as would be followed in 
case of a death payment. He thinks it 
is futile to demand an agreement as 
it might be changed thereafter without 
knowledge of the company before some 
other dealing was had. Sufficient notice, 
he said, is given a when a 


company 
trustee is named. That puts the com- 
pany in the position of having knowl- 


edge of the trust and if any transaction 
is requested under the policy then the 
company can take it up with the trustee 
and see what is the proper course to 
pursue. Mr. Peterson said that when 
a company pays an obligation it wants 
to know that it has paid it to the proper 
person. That is the crux of the matter, 
he emphasized. 
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Reviews Rulings 
on Fine Question 
Counsel Parker of Atlantic Life 


Discusses “Accidental Means” 
Clause 





|DIZZINESS IS UNCERTAIN 


Status of Pre-existing Disease as Prime 


Cause of Death Remains 


Undecided 
The highly important question of “Ac. 
cidental Means and Pre-existing Dis. 
ease” was discussed at length, with 
citation of many decisions, by Alexander 
W. Parker, associate counsel Atlantic 


Life, Richmond, Va., at the Legal Sec- 
tion meeting Monday afternoon. The 
subject is of primary importance in de- 


termining liability or non-liability. 

Mr. Parker took up double indemnity 
riders issued by most companies, 
ing out that the insuring or risk clause 
places the burden of proof on the plain- 
tiff, but the elimination clause puts it 
on the defendant. 


point- 


Gives Two Classifications of 
Cases on This Question 


He classified accidental means cases 
involving pre-existing diseases in two 
divisions, those in which the assured at 
the time of an injury received by acci- 
dental means is suffering from some pre- 








existing disease, which while neither 
contributing to nor in any way con- 
nected with the accidental means, co- 
operating with the effects of the injury 
causes the death of the assured, and the 
second, those in which the assured 1s 
sufferings from a pre-existing disease 
which sets in motion or contributes to 
the accidental means, causing this in- 
jury, the effects of which injury m 
themselves cause or are sufficient to 
cause the death of the assured. His 
discussion was based on the _ second 
classification. 


He cites as a typical case that of a 
man flying a plane, who while in the 
air loses control of his plane through 
illness and falls, suffering concussion 
of the brain which either actually causes 
death or was sufficient to cause death. 
Mr. Parker said the question of liability 
in such a case is affected by the ques- 
tion whether the illness causing the at- 
tack was chronic and serious or tem- 
porary and trivial, whether the assured 
knew of his illness and knew that these 
conditions would likely cause the attack 
under all the circumstances, and third, 
whether the illness disabled the assured 
so that he did not understand the na- 
ture of his act. 


No “Accidental Means” 
Involved in One Type 


Mr. Parker said where the illness was 
chronic and serious and was known t0 


the assured so that he might under- 
stand that under all the circumstances 
it might or probably would cause the 


seems plain that the death 
come under the classifi ation 
means” in the insuring 


attack, it 
does not 
“accidental 
clause. 
Under such a construction, he says, 
the means of injury was the illness and 
the loss of control, injury and death 
were its effects. He says, however, ™ 
most cases either the illness is temp0- 
(CONTINUED ON NEXT PAGE) 
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Members 
American Life Convention 


And Guests— 


(GREETINGS 


ND a “Down South” Welcome is 

herewith extended to you by this 
“Wonder City,” and the Old Republic 
Life, with whom business is good, in 
face of the reports that general business 
conditions are rotten. 


pein merchandizing methods 
4 are the order of the day, and the 
Old Republic Life is leading the pro- 
cession in this march of progress toward 
“happy days.” 


Ts latch string is on the outside 
and a hearty welcome awaits you on 
the inside at 221 North La Salle Street. 
Come on up and view this city from the 
top of our forty stories. It is the greatest 
of Chicago’s many wonders. 


OLD REPUBLIC LIFE 


INSURANCE COMPANY 
Home Office, 221 N. LaSalle Street 


N. A. NELSON, JR. 
Secretary 


FRED W. BAILEY 
Vice-President 


Cc. W. HOWE 


President 





P. S. Put this in your pocket so if you encounter any diffi- 
culty in locating the things that your heart may desire, give 
us a ring at State 0921 and avail yourself of our knowledge of 
this city. 
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Right of Autopsy Declared 
Not to Be Permanent One 


VALUABLE ADVICE IS GIVEN 


General Counsel Baird of Lincoln Na- 
tional Discusses Important Ques- 
tion in A. L. C. Legal Section 


The somewhat gruesome, but vitally 
important and interesting, question of 
the right of a life insurance company to 
have an autopsy performed in cases of 
doubtful cause of death was discussed 
in scholarly fashion by R. F. Baird, gen- 
eral counsel Lincoln National Life of 
Ft. Wayne, Ind., at the meeting of the 
Legal Section. 

Mr. Baird said it is a sordid subject, 
for when the spark of life flickers out 
the inanimate body becomes a sacred 
thing, a matter of precious sentiment 
and not a mere subject for anatomical 
research. However, he says, “death 
sometimes calls at strangely sudden and 
strongly suspicious moments, ofttimes 
when no witnesses are present.” At 
such times the company which recently 
has issued a policy on the late lamented 
ponders and desires to investigate; facts 
must be ascertained, and these can be 
obtained only through autopsy. 


Says “Amen” to Decision 
by U. S. Supreme Court 


Mr. Baird in this respect, said 
“Amen” to the decision in the leading 
case of Mutual Life vs. Griesa, involv- 
ing $540,000 of life insurance indirectly, 
and $100,000 directly. The federal judge 
assumed the prerogative of ordering an 
autopsy to determine whether insured 
died from morphine poisoning or a fall 
from a house, ruling that “sentiment 
and modesty, real or affected, must not 
stand in the way of the court in com- 
pelling parties to disclose the exact 
truth, and to not allow one party to the 
litigation to make known the facts, or 
suppress them, as the interest of such 
party may suggest.” 

“As a tribute to the author of that 
opinion, I merely add another quota- 
tion,” Mr. Baird said, “‘Oh, just and 
upright judge!’” 

He said that life insurance policies 
usually do not contain the _ pro- 
vision to be found in many accident 
policies that the companies shall have 
the right and opportunity to make 
autopsy in case of death of insured, 
but he said as a rule the policies have 
been put on all fours by courts, which 
generally have disregarded the specific 
provisions in accident policies after in- 
terment. 


Three Main Questions 
Govern This Problem 


Three important questions affect the 
existence and extent of the right of 
autopsy, he said, the first being the un- 
certain question as to whether the 
right is a continuing one or whether it 
must be exercised within certain limits 
of time and upon particular occasions; 
the second, who is the proper party 
upon whom the demand should be 
made, and third, the determination as 
to who should perform the autopsy. 

He said unquestionably the right of 
autopsy is not a continuing one. For 
this reason he adduces the recommen- 
dation that application for the autopsy 
be instituted promptly. The bill also 
should set forth the reasons as fully as 
possible, as courts are reluctant to dis- 
turb the last sleep. But they are, on the 
other hand, he says, always willing to 
assist in defeating fraud. 


The American Life Convention execu- 
tive staff from the St. Louis office was 
represented by Judge Byron K. Elliott, 
counsel and manager; Secretary W. P. 
Coler, Attorney R. H. Kastner; David F. 
Barrett, publicity manager; Lee Parker, 
manager American Service Bureau; Mau- 
rice W. Cederstrom, assistant manager 
American Service Bureau; Barrett 
Woodsmall, assistant to Mr. Barker, and 
Miss Mildred Hammond, Judge Elliott's 
secretary. 








Local Host 








R. W. STEVENS 
President Illinois Life 
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R. W. Stevens of Chicago, president 
of the Illinois Life, was one of the use- 
ful and prominent officials of Chicago 
companies acting as host at the annual 
meeting of the American Life Conven. 
tion in Chicago at the Hotel Stevens, 
Mr. Stevens, by the way, might be said 
to have acted as official host for the 


hotel. 
tors in the Stevens. 
est J. Stevens is manager. 


He and his family are big fac- 
His brother, 
His father, 


Em. 


James W. Stevens, chairman of the 
board of the Illinois Life, is president of 


the hotel company, and 


Reviews Rulings 


R. W. himself 
holds an official position with it. 


on Fine Question 


(CONT’D FROM PRECEDING 


PAGE) 
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in some contracts the injury, shal 
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Differs with Supreme 
Court on Leading Decision 


In regard to temporary disorders, Mr 


Parker takes ‘issue with the 
States Supreme Court in the 
case Manufacturers Accident vs 
gan, in which assured fell in: 
inches of water, evidently due to 
ness, and was drowned. Justic: 
who drafted the decision, said th 
porary fit could not be raised 


dignity of a disease and he was forced 


to sustain ruling of the lower 
holding the carrier liable under t! 


struction that the insured was drow! 


which is “accidental means.” 
Parker cites several other cases o! 
ness resulting in falls 
which courts have held cor 
liable. 


Miss Llewellyn Jones, social 4 
of the Hotel Stevens, admirably a 
the ladies in the entertainment fé« 
at the hotel. 
ented young woman who did 
work for the Hotel Peabody at 
phis. She was trained 


and deat 


Miss Jones is a highiy tal- 


in news! 


work and is attracting attention by 


intelligent activities at the Stever 
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He -aid, however, there is no justifica- 
tion for panic regarding the future of 
Germany or the future of German se- 
curves as a class. Unfounded rumors 
of volution in Germany probably 
would not have received so much cred- 
ence, in his opinion, had there not been 
det tely established reports of revolu- 
tions in South America. 

~ ® amnual banquet and ball took 
Dla Thursday night. This was a very 
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—] Question of Assignments 
Is Taken Up by Aldrich 





always puzzling question of the 
rights of interested persons in 
was discussed at 


The 
yariou 
an assigned policy 


length at the first session Monday morn- 
ing of the Legal Section by Fred H. 
Aldrich, Detroit attorney and general 
counse! American Life of that city. His 
subject was “Surrender of a Policy of 
Insurance by an Assignee.” 

Mr. Aldrich said in general an assured 
may assign whatever interest he may 


have in a policy, and if it is payable to 
his estate has the undoubted right to 
make an assignment of it. But if the 
jnsurance is payable to some other per- 
son without reservation of right to 
change beneficiary there are many puz- 
zing questions which arise. 


Some Courts Uphold 
Rights of All Parties 


Some courts have held that an assign- 
ment by assured without consent of ben- 
eficiary is void, whereas others have 
ruled that in such cases each party has 
a certain interest in the policy which 
could be assigned. The beneficiary has 





Economist Speaks on 
Future of Germany 











Benjamin M. 


City, economist of the Chase National 
Bank, spoke Wednesday afternoon, 
drifting away from insurance subjects 


and dealing with the German situation 
and its relation to the world’s unrest. 


He said that Germany naturally is going | 


through a difficult time but he said the 
nation is a veteran in dealing with dif- 
ficult times. The German people, he as- 
serted, have faced much worse things 
than this many times since 1918 with- 
out political demoralization. He was 
commenting on the results of the recent 
German election when seemingly the 
more radical element gained so much 
ground. He said that reassuring state- 
ments are coming from German bankers 
that carry great weight because the Ger- 
man bankers know what they are talk- 
ing about. 
No Fear for Political Stability 


Mr. Anderson said he had no fear for 


Anderson of New York | 





the political stability of Germany. He 
would have no fear of radicals and dis- 
organizing political action even if an 
extremist party came into power. In 
part 1918 and 1919 the radical social- 
ists were in full control of the republic. | 
He s d that socialism had not worked } 
out an for organizing and controll- 
ing great economic order. When it 
came to doing radical things they put 
their pride in their pockets for the good 
of their country. 
Developed Export Surplus 
Since July, 1929, Germany has de- 

veloped a large export surplus and is 
making payments of reparations with 
goo Germany, he said, has made 
more of the economic readjustments ne- 
cess to meet the changed world sit- 
uati than most other countries. It 
has een painful; it has involved heavy 
uner ployment; it has necessarily gen- 
eral the political unrest which re- 


fle itself in the substantial gain by 
the extreme parties in the last election. 


the right to assign his beneficial interest 
and the policyholder to assign such 
rights as would belong to him if he 
should outlive the beneficiary, it has 
been ruled. 

Where right to change beneficiary has 
been retained by the assured there has 
been great conflict of authority as to the 
rights of interested parties in assign- 
ment, largely over the question whether 
the beneficiary has a vested interest that 
may be divested by change of benefi- 
ciary, or if the interest is simply a mere 
expectancy which becomes effective only 
upon the death of the assured. 
Another Interpretation 

Is Made in Some Courts 


Mr, Aldrich says where it is held that 
the beneficiary has a vested interest 
courts have ruled that he has sufficient 
interest in the policy to give him the 
right to require that the act of any other 
party which will affect his interest shall 
be done substantially in accordance with 
the policy provisions. There are many 


authorities behind this interpretation, 








but even in cases where the court has 
held that the beneficiary has an interest 
that cannot be divested except as pre- 
scribed in the policy, it has been ruled 
that the assured may assign his rights 
separately, consisting of the duties of 
paying premiums and the privileges of 
changing beneficiary without his or her 
consent, and that the beneficiary could 
assign his or her rights as beneficiary 
separately, or both could assign all of 
their rights in a transaction to which 
they were both parties. 


Failure to Notify of 
Assignments Troublesome 


He says life insurance companies de- 
sire to carry out the spirit as well as the 
letter of their contract, but often they 
meet opposition of juries, and sometimes 
from courts, who believe the men who 
made the contracts did not act as wisely 
as they should and desire to substitute 
some other method of disposing of the 
insurance from that intended by the as- 





sured. 

A company may take all pains to 
avoid questions to be litigated, but often 
the assured takes matters into his own 
hands and makes assignment without 


notifying the company. 


day's meeting, 
There were 


A the close of the first 
423 men had registered, 
some 65 women present. 


| 





Review of Year’s 
Legislative Grist 
Given by Kastner 








A review of legislative and depart: 
mental action was given before the legal 
section of the American Life Convention 
in its Chicago meeting at the Tuesday 
afternoon session by Ralph H. Kastner, 
attorney A, L. C., St. Louis. He said 
in the 1930 legislative season nine states 
and Congress were in regular 
and since the 1929 annual meeting spe- 
cial sessions were held in 14 other states. 

There were nearly 750 legislative pro- 
posals presented at these sessions which 


session 


were considered by the A. L. C, legisla- 
tive reporting agency as affecting life 
insurance in ony way or another. How- 


ever, only 183 of these bills were deemed 
of particular application and their gist 
was furnished A. L. C. companies 
through 19 legislative and several special 
bulletins, which also contained digests 
of departmental rulings and attorney- 
generals’ opinions. 

There were 28 proposals specially af- 
fecting life companies enacted, and 12 
others which were adopted appear to be 
of general application. 
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Policyholders. 
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cost record for 
no telephone, 


is a Policyholders’ 
strive for. 


It makes 
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Mutuality, 
Company, 


Insurance.” 


1930 





Organized in 1905 as a Mutual Company, 
The founders of the Company 
public institution, for service, 
business of 
principles so clearly defined that there was no necessity for experiments. 
It adhered strictly to the course tested and followed by 
the better companies and avoided errors in practice which resulted in waste to 
sound principles 
and conscientious management a generous reduction in premiums was possible. 
wenty-five 


Company made none. 


They 


As a preliminary to securing a 
less than two hundred fifty applicants for insurance be secured, 
deposited with the state as a guarantee of good faith. 

The Company was started without promotion expenses. 
not even a letterhead was printed until the Company 
began issuing policies, and then with only one small office, 10 by 14, and one girl 
at ten dollars a week. 

From this modest beginning, the Company has developed into the successful, 
fine-grained institution it is today. 
Company. 
is of no advantage to Policyholders. 
Quality of business is of more importance than 


no clerk; 


privileged classes; to keep quality, 
in the future as in the past, in the middle of 
fastly adhering to the tried and tested principles and 


~ Indianapolis Life 


INSURANCE CO. 


to furnish Life 


rather than for pecuniary profit 


Life Insurance was soundly 


were convinced that by 


years ts outstanding. 
charter, the Indiana Law 


It has never entered any 
Its service is based on the 
A normal, healthy 


no appeal for sick benefit or accident insurance. 
not accident or health. 
less than 40 per cent of the expected. 

The Company has kept faith with its Policyholders and the public. 
lived up to its promises. 
record is without a blemish. 
co-operation and good-will of its Policyholders and agents. 
the officers who started the Company on a high plane twenty-five years ago 

We re-affirm our pledge: 

“To keep within the line of safe underwriting; to indulge in no doubtful ex- 
periments; to keep free from questionable practices; to observe the spirit of 
with all Policyholders on a plane of equality 


Our mortality 


It has furnished Insurance at a very 


service and safety above 


FRANK P. 


TWENTY-FIVE YEARS OLD 
$104,000,000 INSURANCE IN FORCE 


Operating in Indiana, Illinois, Ohio, Michigan, Texas, lowa, Minnesota, North Carolina, Florida and 
California. For agency communicate with Home Office. 


looked upon Life Insurance as a quasi 


established, 


There was no office, 


fact that mere bigness 
growth is all that we 
volume. 


experie 


It is free from litigation and has the confidence, 
It is still guided by 


and with no 


the charted road, 
practices of 


MANLY, President. 
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Report of Manager-Counsel 
Gives Many Important Facts | 





Byron K. Elliott, manager and gen- 
eral counsel of the American Life Con- 


| 


vention, gave his annual report Wednes- | 


day morning. He referred to the or- 
ganization of the association Nov. 20, 
1905, in Chicago when officials of 14 
companies formed a body. This is the 
silver anniversary ‘meeting, the conven- 
tion having 139 members domiciled in 
37 states and two Canadian provinces. 
During the year two new companies 
were admitted, the Great National Life 
of Dallas and the Liberty National Life 
of Birmingham. 


Severe Financial Panic 
Felt During the Year 


During the year the country experi- 
enced a severe financial panic, a num- 
ber of people falling back on their life 
insurance for loans to tide them over. 
The call for loans was met without diffi- 
culty or delay. The amount paid out 
in loans was many more millions last 
year than the year previous. When the 


excessive demand for loans subsided 


|ance at this time, he said. 


‘ 


companies were faced with the problem |! 


of trying to save from lapse a material 
part of their business. This is the most 
pressing problem confronting life insur- 
As 1929 is 
remembered asa year of special sales ef- 
forts, 1930 will be known as the con- 
servation year. 

Judge Elliott said that the united at- 
tention of all companies focused on the 
problem of saving their business on 
which loans had been made has pro- 
duced progress in the technique of 
handling it. 


Many Code Committees 
Studying Insurance Laws 


Judge Elliott referred to the legisla- 
tion passed during the year and said 
that it is apparent that the business is 
now facing a period of code revision. 
A number of committees are consider- 
ing this matter in many states. 

The increasing losses from disability 
benefits have been met in two ways. A 
large majority have either doubled or at 
least increased the premium, or have 
lessened the amount of benefit. Most 





have increased the preliminary waiting 
period four or six months and adopted 
the other standard provisions. He said 
it is too early to predict whether the 
increase in premium will be accom- 
panied by a corresponding increase in 
claims such as has been found in the 
case of accident companies, 


Tells Some Activities 
of Manager’s Office 


Judge Elliott said that he had called 
on 55 companies and attended a large 
number of meetings of various organi- 
zations. He has served as a member 
of the committees on taxation, invest- 
ment, aviation and cooperation with 
trust companies. The American Serv- 
ice Bureau, he declared, has had another 
profitable year. New branch offices 
have been opened in Oklahoma City, 
Cincinnati and Houston. The conven- 
tion has a balance of $43,137 on hand. 

In summarizing the year he said it 
had been an important one to life in- 
surance. On the whole the results can 
readily be said to have strengthened 
the regard of the public for life insur- 
ance. The total sales, although slightly 
ahead of last year, did not make the 
same gain that 1929 did over 1928. He 
said that life insurance has_ stood 
through the period of depression like 
the house which is builded on a rock. 











the 





HE modern Home Office building of 
Mid-Continent Life 
is fully equipped and organized to give our 
policyholders and agents the best possible 
rapid and satisfactory service. 

Agents of the Mid-Continent Life backed 
by a properly organized Home Office and 


rrr 





shown above 


MID-CONTINENT LIFE 


INSURANCE COMPANY 
Oklahoma City, Oklahoma 


fired to enthusiasm by the company’s prin- 
ciples of progress, fairness, trust and co- 


operation have been successful. 


There are openings in Oklahoma, Arkansas, 
Texas and Louisiana for men who desire to 
make life underwriting a profession. 

















R. B. COUSINS, JR, 


R. B. Cousins, Jr., president of the 
San Jacinto Life of Beaumont, Tex., was 
at the American Life Convention this 
year and spoke before the Legal Section. 
Mr. Cousins was formerly insurance 
commissioner of Texas. While he was 
a student at the University of Texas, 
David F. Houston, now president of the 
Mutual Life of New York, was presi- 
dent of the university. Mr. Cousins 
was formerly city attorney at Mineral 
Wells, Tex., and then served as assis- 
tant attorney general for two years un- 
til he became Texas insurance commis- 
sioner. 








Random Jottings | 


William Ross King, who was former! 
editor of the convention legal bullet 
and was connected with the office staf 
when T. W. Blackburn was secretary, at- 
tended the legal section meeting t 
year. 





Vice-President W. J. Graham of t! 
Equitable Life of New York, who gave 
a talk before the Insurance Advertising 
Conference at Milwaukee, t 
Chicago for two or three days to ming 
with officials in the lobby. 

* sc K 

James A. MeLain, agency vice-pres- 
dent of the Guardian Life; R. 8. Tiernan, 
president Central Life of Ft. S Kat 
and L. St. J. Thomas, actuar) 
doah Life, were three lay ofl! ils W 
religiously attended the 
meetings. 


stopped off 


Shenan- 
legal sect 


x * x 
Robert J. Giles, secretary and genera 
manager of the Occidental Life of Los 
Angeles, is attending his third meeting 
of the American Life Convention. He 
was present when the organiz n met 
at Del Monte and later at Dallas. Mr 
Giles is a striking looking ma 
mediately attracts attention |! Luse 
his vigorous personality. 
x * * 
President Clarence L. Ayres 
President Claris Adams of th: 
Life of Detroit held an agen 
for men in Chicago and vicir at the 
Stevens Monday. 


av 
American 


meeting 


*x* * * 
G. A. Deitch, vice-presiden' 
Loan Life, one of the old ti 
organization, drew up the : 
and by-laws for the America: fe 
vention. 

* * * 
At the golf dinner at Oly 1 
there were 75 present. It ws 4 
delightful occasion. James Fa'rlit 
president Abraham Lincoln L : 
chairman of the golf committee, 
sented the prizes. 

x * * 
The committee from the Ill 
panies that had charge of thé 
nament consisted of C. G. 
North American Life; George 
husen, National Life, U. S. A., 


colf tour- 
shbrook 
Rm. Hold- 
und Mr 














Kail, Illinois Life. 
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Management Matters Are Considered 











Prompt Service 
Declared Vital 


Vice-President Cavanaugh of Fed- 
eral Life Discusses Speeding 
of Policy Issue 


TRAINED FORCE REQUIRED 


Necessity of Avoiding Delays in This 
Competitive Age Stressed Before 
Management Section 


Mechanical equipment in the policy 
issue department of a life company 1s 
the matter of a 


accomplish certain 


entirely secondary to 
mutual 
definite results accurately and promptly, 


L. D. Cavanaugh, vice-president and 


desire to 





Veteran Trio of A. L. C. 


Have Reminiscent Vein 


Veterans in the A. L. C. were 
carried “away back when” by the 
reminiscences of three men who 
attended the original conference 
in Chicago Dec. 5, 1905, called 
preliminary to forming the organ- 
ization at St. Louis Jan. 30, 1906. 
They were Joseph B. Reynolds, 
president Kansas City Life; Isaac 
Miller Hamilton, president Fed- 
eral Life, Chicago, and Sidney A. 
Foster, formerly vice-president 
and secretary Royal Union of 
Des Moines. The first two are 
past presidents of the A. L. C. 
They touched on the trials and 
tribulations of life insurance pio- 
neers in making the institution 
sound and in liberalizing policy 
contracts. Their remarks were 
enthusiastically received at the 
Thursday afternoon meeting of 
the general membership. 








actuary Federal Life of Chicago, told 
the Management Section in its meeting 
Wednesday. 


He said training of agency organiza- 


tion to execute applications correctly, 
and of home office organization to a 
realization of the importance of accu- 


rate, prompt work in issuing policies, is 
essential to quick service. 
Must Substitute Service 

for Appeal to the Eye 





facturers and 
Cav anaugh 

panies must attempt to discount this dis- 
advantage in competing with the many 
other agencies out after the consumer's 
dollar by employing methods which ap- 
peal to the sympathetic, 
practical 
emphasized that sound business methods 
are 
as 
partment 


Mr. 


com- 


merchandisers, 
said, life insurance 


generous and 


side of human nature. He 
vital in the life insurance business, 
much so in the policy issuing de- 


as elsewhere. For this reason 














Lacking the important element of | it is highly desirable to expedite the is- 
appeal to the eye enjoyed by manu- (CONTINUED ON NEXT PAGE) 
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Openings in the following states: 


Alabama Georgia 

Florida Michigan 

Ohio Tennessee 

District of West Virginia 
Columbia 


CAREER MEN 


Life insurance needs men who desire 


to make 
business. 
opportunity in 


a career of the life insurance 
Such men will find unusual 
the agency contracts 


offered by this rapidly growing com- 


pany. 


furnish details 


We will gladly 


of our program and its thorough pe- 
riod of training and development to 


anyone 


interested in the business of 


life insurance or life agency manage- 


ment. 


Write direct to President I. A. 


Morrissett for complete information. 


THE GEM CITY LIFE 


INSURANCE COMPANY OF DAYTON, OHIO 


fhe Rapidly Growing Company 
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Important Section Has 
_ Big Meeting Attendance 





| 
| | NEW OFFICERS ELECTED 


Chairman, R. C. Neuendorffer, Guar- 
dian Life. 

Secretary, J. C. Higdon, 

Men’s Assurance. 

The annual meeting of the Home Of- 
fice Management Section was held 
Wednesday evening with Chairman H. 
F. Chadeayne, Missouri State Life, in 
charge. The popular interest in this 
meeting was not anticipated. It was 
necessary to make shifts to three dif- 
ferent rooms before the people attend- 
ing could be accommodated. This shows 
an increasing interest in this important 


Business 


section. The audience was impressed 
with the high caliber of talent on the 
program, the clear and convincing way 


that subjects were handled, and the in- 
sight these men had in their work. 


Chairman Chadeayne 
Made Fine Impression 


No one could have presented a busi- 
ness subject with any finer choice of 
language or personal poise than did Mr. 
Chadeayne in his talk on furnishing an 
insurance background of home office 
employes. He called attention to the 
great growth in number of employes in 


companies and the realization of the 
fact that clerks now specialize and do 
not know the business as a whole. In 


order to acquaint them with their back- 
ground, three plans can be followed: 
Pp rovide a course of rez ading, have actual 





their profession. 





MODERN METHODS 


are used by this progressive company in 
giving new agents adequa 


For information regarding agency contracts 


address 
Clarence E. Linz, First V. P. 


classroom work or use the lecture sys- 


tem. 
L. D. Cavanaugh, vice-president Fed- 
eral Life, explained the necessity of ex- 


pediting the issuance of policies and ex- 
plained the system used in his office. J. 
C. Higdon, Business Men’s Assurance, 
in commenting on the paper said that it 
was desirable to make the routine as 
simple as possible, there shoukl be defi- 
nite responsibility placed on each per- 
son and he should be thoroughly in- 
structed as to duties. Salesmen should 
be educated to give adequate and cor- 
rect reports and reports should be made 
frequently enough to show where there 
is any delay in the office work. He said 
that because Missouri has a registra- 
tion law the issuance of policies is de- 


layed until the certificate is signed by 
a state official. 

A. J. McAndless, Lincoln National, 
urged a simple clerical procedure and 


adequate mechanical devices. Often the 
delay is found in the rating and selection 
departments. Mr. McAndless finds that 


lay underwriters who have been ap- 
proved by the medical and actuarial 
department can be used effectively. 
Such employes, he said, should be col 
lege men His company’s experience 
showed that where the age is given in- 
correctly if the older age is used with- 
out further delay it will clear 90 per- 
cent of the cases. 

S. A. Foster of Des Moines suggested 


the use of uniform account books where 
state examiners check the records so 


te equipment for 








HARRY L. SEAY, President 
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serves. 






















A connection with this aggressive company 
will prove beneficial to you. 


O. T. HOGAN, President 


UNITED INSURANCE CO. 


2721 South Michigan Avenue 
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AS; ignificance 


HE United Insurance Company of 

Chicago takes this opportunity of ex- 

tending its friendship and felicitations 
to all who attended the Silver Anniversary 
of the American Life Convention just held 
in this company’s Home Office City. It is 
significant that the Silver Anniversary meet- 
ing was held in Chicago since plans for the 
A. L. C. were first formulated at a prelimi- 
nary meeting in this throbbing metropolis of 
the central west. 


It is also significant that Chicago is daily 
being looked upon as a more important life 
insurance center and as the home city of 
many progressive life companies. 


The United Insurance Company of Chi- 
cago has rapidly made a name for itself in 
the life insurance business by its aggressive, 
helpful and remunerative work with all its 
agents in the great central west states it 


A. D. JOHNSON, Secretary 


Chicago 


“+> ++ © * © oo OSHS SSSTSSVSSSSSTSSVSTSSTSTSSTSTSTSTSTSTSTS TST SSS 





that time and expense may be reduced 
in the examination work. 

H. C. Pennicke, American Central, ex- 
plained the system used in his office in 
checking the expense of all departments. 
If expenses by departments and divi- 
sions are kept track of much can be 
done toward cutting down superfluous 
expense. Department heads then begin 
to think about the expenses and study 
means of reducing them. 

The meeting closed by Ben S. 
Graham, vice-president Brooklyn Na- 
tional Life, and D. Sharpe, secretary 
Central Life of Kansas City, giving the 
results of a questionnaire they sent out 
to ascertain the procedure followed by 
companies in case of lost policies. 

The nominating committee consisted 
of Mr. Pennicke, Mr. Sharpe and Mr. 
Cavanaugh. 


Procedure Followed 
With Lost Policies 


D. Sharpe, secretary and treasurer of 
the Central Life of Ft. Scott, Kan., and 
the American Savings Life of Kansas 
City, gave a talk at the Home Office 
Management Section as to lost policy 
procedure. He got replies from 92 
companies to which he sent a letter of 
inquiry. Of these, 90 require an affi- 
davit or sworn statement in making 
proof of loss and 85 do not require 
bonds. Of this number 77 issue dupli- 
cate policies with the same date and 
number as the original, and 11 issue 
copies. Five issue certificates showing 
the insurance in force. In every case 
brought out by the investigation the 
company either has the number of the 
policy preceded by “letters” denoting 
that it is a duplicate of the copy or 
has written across the face “duplicate” 
or “copy,” as the case may be, so that 
the minute the document is opened up 
it will be seen to be either duplicate 
or copy. 


Practice of Central Life 
in Various Cases 


The Central Life of Ft. Scott sends a 
lost policy affidavit to be signed by the 
assured. If the policy is assigned or 
the beneficiary is the sole beneficiary 
then the company requires the affidavit 
to be signed by the assignee or the sole 
beneficiary. 

Where a beneficiary is to be changed 
under the lost policy, it is the general 
custom of practically all companies to 
follow the terms of the original policy, 
but they require that the duplicate be 
presented for any change in the benefi- 
ciary and the change endorsed at the 
home office. In matter of cash values 
and other benefits the terms of the origi- 
nal policy are followed. A release is 
signed by the assured, and in some cases 
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Prompt Service 
Declared YV ital 


(CONT'D FROM PRECEDING (GE) 


suance of policies, permitting the mini. 
mum of time to elapse between submis. 
sion of application to home office anj 
receipt of policy by agent. 

“With this universal desire on the 
part of all who are in the life insurance 
business,” he said, “the problem re. 
solves itself to that of organization, 
systematization and training. The whole 
office organization of each company con- 
tinually should be impressed with the 
importance of cooperation with the 
field organization, and likewise with the 
fact that it is human nature for an indj. 
vidual to be reluctant to wait jor any. 
thing after he has once definitely decided 
to purchase it.” 


Declares This Department 
Can Greatly Help Agents 


Mr. Cavanaugh said it is bound to be 
helpful to the agent for the home office 
to issue promptly, because it pleases the 
applicant, and he said in this competi- 
tive age it often may relieve the agent 
of some fear that his competitors may 
secure the business if the policy is not 
issued promptly. 

Mr. Cavanaugh finds that the most 
effective way to impress on the agent 
the need for correct filling in of appli- 
cation is to return that document to the 
agent when it is not properly executed. 
The next important step is a carefully 
planned routine for handling applica- 
tions after receipt at home office. 


Corrections at Home Office 
Whenever This Is Feasible 


The Federal has a space in blanks for 
corrections, and these are made at the 
home office when the company knows 
what should be inserted there, thus mak- 
ing return to agent unnecessary. Local 
managers are authorized to make in- 
spection reports in order to save time 
Policies are not held for inspection re- 
port where application for $5,000 or 
less is made, but are approved uncon- 
ditionally and mailed to agent if medi- 
cal report is clear. In cases over $5,000, 
and all nonmedical cases, applications 
are acted on immediately on receipt, and 
policies if issued are mailed in special 
envelopes marked with a code, with in- 
structions to agent not to open until re- 
ceipt of release from home office. This 
permits policies to be recalled easily 
whenever necessary. 


J. W. Cadigan of Spokane, e-presi- 
dent New World Life, flew to Chicago 





the beneficiary. 


most of the way by airplane. 








Management Section Heads 





R. C. NEUENDORFFER, New York 
New Chairman 





H. F. CHADEAYNE, St. Louis 
Retiring Chairman 
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Educational Course for 


Employes Is Explained 





Benefits of an insurance educational 

course for home office employes were 
urged before the Management Section 
Wednesday evening by F, Chade- 
ayne, manager administration depart- 
ment Missouri State Life, St. Louis, 
chairman of the section, in his paper on 
Giving Home Office Employes an In- 
surance Background.” He said in mod- 
ern business new clerks are constantly 
being added and the day when the en- 
tire ofice force was a handful and execu- 
tives personally trained and supervised 
clerks is gone. 

The old days of the policy register 
and hand written records also are past, 
and these have been supplanted by 
bookkeeping machines, premium notices 
now are run on addressographs, statisti- 
cal departments punch holes in cards, 
run them through machines and get in- 
formation that companies formerly did 
not know they needed. 


Work in Home Offices 
Now Highly Specialized 


“Our organization is satisfactory on 
the whole, but there is something that 
we have overlooked,” Mr. Chadeayne 
said. “We are not giving our employes 
that solid background of insurance 
knowledge that is so necessary for the 
really effective carrying on of the busi- 
If we think further we realize too 


ness. 

that in the larger offices they are never 
going to get it as we did by experience. 
The very nature of the individual job 





Ladies’ Committee 


Was Ever on the Job 











The entertainment provided for the 
women this year proved to be popular 
and instructive. The women’s commit- 
tee started to function Monday. Trans- 
portation was provided for groups who 
desired to visit some of the city’s institu- 
tions or beauty spots. A, member of the 
committee accompanied each group. On 
Tuesday afternoon the ladies were taken 
to the Planetarium where Professor 


Fox, the director, gave the talk. The 
Stevens hotel gave the ladies a tea fol- 
lowing their return from the Plane- 
tarium. They had dinner together that 
evening and following that event a num- 
ber we to the Chicago Civic Opera 
House to view the interior and some of 
its operations. On Wednesday a lunch- 
eon was given at the Stevens and dur- 
ing the ernoon the women were taken 
to vari places such as the Aquarium, 
Field Museum and Art Institute. In 
the eve they were given a theater 
party 

On 1 sday the ladies boarded buses 
and tot the lake shore drive going 
north he Vista del Lago Club on 
the lake at Wilmette where luncheon 
was served. Enroute stops were made 
at the hurnham terrace and the Shake- 
Speare rden in Northwestern Uni- 
versit mpus in Evanston. The wo- 
méns committee consisted of Mrs. C. 
M. Cartwright, Mrs. S. W. Goss, Mrs. 
H. W. Dingman, Mrs. E. S. Ashbrook, 
~ E. C. Budlong and Miss Miriam 

amuit 


Hamilton Introduced Dawes 


Isaac Miller Hamilton, president Fed- 
tral Life, introduced Rufus C. Dawes, 
President of the Chicago World’s Fair 


Wedna., who appeared at the 
ag aiternoon session telling 
siting e features of the 1933 expo- 
rood Chicago celebrating the first 
| oa of its civic existence. Mr. 
—, tated that in this exhibition 
and il be demonstrated the ad- 
gpm nt made in science, arts, indus- 
i, ~ ~ rece, transportation and so on 


fais when Chicago had a world’s 





has changed. In the small office every 
clerk was familiar with the work of 
everyone else in the office.” 

There are three plans open to the 
company desiring to educate employes 
along these lines, Mr. Chadeayne says, 
reading courses, class-room work with 
a text book, definite assignments and a 


discussion of them by a teacher, or a 
lecture course only. He suggests classes 


at regular intervals once or twice a week 


with regular attendance insisted on and 


quizzes at every session. Such a course 


easily can be expanded into a two- or 


three-year program, he says, taking up 
in subsequent years a study of forms 
and policy provisions, legal 


ete. 


Presents Practical Course 
of Study for Employes 


His company selected the 
course, the subjects covered 
need for life 


pany, insurance, 


aspects, 
business correspondence, claim handling, 


lecture 
being: 
History of life insurance and the com- 
f fe i how the 





need is supplied, science of life insur- 
ance, how it is sold, what happens to an 
application in home office and how poli- 
cies are issued, steps in collecting pre- 
miums, services rendered policyholders, 
accident and health, group, place of doc- 
tor and medical department in insur- 
ance, how home office can help the man 
in the field, how claims are settled, com- 
pany’s field offices, how funds are in- 
vested, how policyholders are protected 
by state regulation and supervision, home 
office and field organizations, and 
finally a talk by the president. 

Mr. Chadeayne said about 60 percent 
of the home office employes applied for 
entrance to the course. Attendance rec- 
ords were carefully kept and department 
heads notified. Average attendance for 
the entire course was 40 percent of the 
entire home office force. The company 
considered its educational effort was 
highly successful. 

Considerable time was devoted to as- 
pects of the business from the viewpoint 
of the field and this is considered of 
great benefit to the agency force. 

Mr. Chadeayne said the amazing thing 
was that there was a far greater desire 
on the part of the home office force to 
learn about the business than employes 
had been given credit for. As a result 
a more elaborate program has been pre- 
pared for this year. 
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Financial strength? 


Suppose You Were President— | 


| F you were the executive head of a life com- 

pany, empowered to make it an ideal organ- | 
ization from the fieldman’s point of view, what | 
would you require of your ideal company? 


The Franklin has tried to be that kind of a | 
company—alert, four-square, sound to the core, | 
and open-minded in regard to the policy owner’s 
wants and the fieldman’s point of view. And in 
its forty-six years of trying The Franklin has 
succeeded in meeting most of the requirements | 


of “field ideals.” 


THE FRANKLIN LIFE | 
INSURANCE COMPANY 


Springfield - - 
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A complete line of | 
strong-appeal policies? An agency contract as 
generous as you could make itP A special de- | 
partment to furnish sales helps and do training | 
work in the fieldP What else? List the things | 
you want your company to be. 





Montreal 


GEORGE H. HARRIS, 


Supervisor Field Service Bureau Sun Life 











Illinois | 
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Expert Discusses Management Trends 





Five important management trends 
were stressed at the Thursday general 
session by W. J. Donald, managing di- 
rector American Management Associa- 
tion, New York City. He listed them 
as: The trend toward large scale op- 
erations, toward setting up an organ- 
ization in terms of jobs to be done that 
require certain qualifications, toward de- 
centralization of - responsibilities and 
operating units, toward setting up 
standards of operation and _ establish- 
ment of staff departments, and finally 
to help establish standards of operations 
and compare results with these stand- 
ards, but, more importantly, to help de- 
velop executive capacities. 

Mr. Donald said the great need of 
large scale operations is development 
of potential executive ability through 
clear-cut assignment of responsibility, 
decentralization of those responsibili- 
ties, setting up standards of operation 
and comparison against standards. 
These methods combined offer oppor- 
tunity for development through ex- 
perience and initiative, he said. 

His subject was “Management Trends 
of Significance to Life Insurance Com- 
panies.” He particularly emphasized the 
development along the line of large 





scale operations in this country. He 
said the 1930 business depression had a 
chastening influence, the results of 
which so far are unplumbed. A most 
casual survey, however, indicates that 
many American business corporations 
are reappraising their accomplishments 
of the last ten years and needs for the 
next ten with a thoroughness that did 
not seem necessary during the time of 
mounting security prices, easy consol- 
idations and the partially fictitious pros- 
perity which has now ended. 

He said mergers of insurance com- 
panies have not proceeded at the same 
pace as mergers of banks, and yet the 
same fundamentals underlie both trends. 
Effective business management _ this 
year demands the highest grade of all- 
around business executive ability and 
the use of specialized knowledge of 
particular classes of executives. 


Discloses Basic Weakness 
in Handling Mergers 


There is a basic weakness, he finds, 
in the merger movement which appears 
especially at the top and not infrequently 
is the result of a “vicious compromise” 
in regard to executive positions aligned 
with financial control. He says too often 





executives are retained in mergers 
through sentiment or false sense of ob- 
ligation, to the detriment of the com- 
panies. 

In the process of decentralization, Mr. 
Donald said, a program of training 
salesmen which is so standardized as 
to leave nothing to the ingenuity and 
constructiveness of branch managers 
and agency managers may be good at 
the outset but will be dead in a few 
years. He points a strong tendency 
toward decentralization of staff activities 
by reproducing headquarters staff de- 
partments in various operating units. 

In organizing large scale operations 
for life insurance companies he lists as 
general standards: Output for office 
workers, requirements for jobs to be 
filled, clerical, agency, supervisory and 
others; production for branch offices, 
agencies, etc., in terms of economic 
conditions of territory and current busi- 
ness conditions; expense per unit of 
business sold, return on investment, and 
rates of pay for units of work to be 
done. 

In the matter of setting standards of 
efficiency he said the life insurance busi- 
ness has made far greater progress than 
some other insurance lines, but he finds 
on the whole that life office manage- 
ment has not yet made the progress 
which factory management has made. 








Office. 


field. 


C. B. ROBBINS, President 


The Old Line 
CEDAR RAPIDS LIFE INSURANCE 


COMPANY 


CEDAR RAPIDS, IOWA 





A Company with a strong foundation 
on which to build. 


Liberal Contracts direct with Home 


Agency Helps and Home Office Men 
who understand the problems of the 


Good Openings Now Ready. 
Start Building 





J. G. SIGMUND, 


Vice-President and Agency Director 


Write Today 


C. B. SVOBODA, Secretary 

















WALTER E, WEBB, 


Executive Vice-President National Life, 
U. 8S. A. 


Walter E. Webb of Chicago, execu- 
tive vice-president of the National Life, 
U. S. A., acted in a dual capacity this 
year “at ‘the convention. In the first 
place, he was chairman of the agency 
section and had much to do with the 
success of that part of the program. He 
presided over the session Friday morn- 
ing which was given over to agency 
building. In the next place Mr. Webb 
was chairman of the Chicago local com- 
mittee on arrangements, heading a large 
official list of Illinois companies. It was 
in this capacity that he was the busiest. 
Mr. Webb left no stone unturned, carry- 
ing out successfully the details of the 
work outside of the convention hall. 
He received many plaudits for the effi- 
ciency and character of the entertain- 
ment and general handling of the ma- 
chinery. 


Memorials Are Given 


The following officials of companies 
died during the year: 

William A. Bennett, vice-president 
Equitable Life of Washington, D. C 
Dr. Ben C. Brooks, first vice-president 
and medical director Montana Life 


Allen Dunkerley, assistant secretary 
and division manager Life & Casualty, 
Nashville, Tenn. 

Dr. G. E. Crawford, medical director, 
Cedar Rapids Life. 

Peleg Howland, president Confedera 
tion Life, Toronto. 

T. G. McConkey, general manager, 
Canada Life. 

Dr. John E. Tuite, medical director 
Rockford Life. 

Louis F. Butler, president; Edward 
B. Morris, actuary; J. Stanley Scott, 
secretary, Life Department, Travelers. 

George L. Frewen, secretary, and J. 
H. Orr, treasurer, Farmers Life, Denver. 

Fred A. Goecke, second vice-president 
and secretary, Guardian Life, New ee 


E. Sackett, vice-president National 
Life, U. S. A. 


J. W. Guest, assistant medical direc- 
tor National Life, U. S. A. , 
Dr. W. L. Allen, medical director 


Guaranty Life. 


Report on Aviation Hazard 


Arthur Coburn, North American Lite 
Reassurance, reported for the aviation 
committee and gave a typical list of T 


tentions for passengers. A company, 
the report said, is not justified in giving 
its full limit where men are accustomee 
to use the airplane. The report sav* 
some favorable and unfavorab! factors 
in insuring pilots. Some should have 


$60 per $1,000 added and some $15, i 
a number of gradations according 




















hazard. 














H. F 
City L 
livered 
the cor 
compat 
and tri 
invest 
be cor 
banks. 
liquid 
and co 

“If d 
suranct 
would 
fectly 1 
of asse 
policies 
ence h 
‘By th 
gets i 

ut de 

f banl 
the ex] 
and cl: 
to sup) 


Must | 
Corr 


“Th 
insural 
tinue it 
must f 
structu 
accept 
ments. 
going 
they m 
ing ex 
correct 

“Bat 
mand | 
duct o 
tain p 
cash; 
age in 
are ins 
they 1 
which 
be cor 
cu ams Ste 

“ae n 
be in | 
and w 
est.“ 
money 


Pre: 
/pInio 
ventio 
pany 
leatury 
bookle 
vestm: 
Arnolk 





des Sir. a 
comr m 


are cc 
total ; 
IS 2.0: 
( ther 
been 

life c 
ments 








4 1930 






















October 4, 1930 AMERICAN LIFE CONVENTION NUMBER 





‘Says Companies 
Must Adopt Bank 
Plan of Liquidity 


Fine Contribution 














H. P. Wright, director of the Kansas 
City Life, in his address Thursday, de- 
livered in his absence by an associate, said 
the conclusion is inescapable that if life 
companies are going into the banking 
and trust company business they must 
invest according to standards found to 


be correct and safe by experience of 
banks. He said this will mean more 
liquid investments, with lower return 


and consequently decreased earnings. 
“If a bank were to begin writing in- 
surance as a part of: its business, you 
would know from your experience per- 
fectly well what reserves\and what kind 
of assets it should carry to support its 
policies, because your insurance experi- 
ence has taught you,” Mr. Wright said. 
‘By the same token, if, you are going to 
gets in the banking business and put 
ut demand obligations, the experience 
f banking must, show much better than 
the experience of insurance what nature 
and classes of reserves you must carry 
to support these obligations. 


Must Go to Bankers for 
Correct Investment Policies 


“The point I want to make is that if 
insurance companies are going to con- 
tinue to expand in the banking lines they 
must rearrange their financial and asset 
structure and they must be prepared to 
accept a lower return on their invest- 
ments. If insurance companies are 
going to assume banking obligations, 
they must adopt the policies which bank- 
ing experience has demonstrated to be 
correct. 

“Banks have learned that against de- 
mand deposits and for the ordinary con- 
duct of business they must carry a cer- 
tain percentage of their obligations in 
cash; they must carry another percent- 
age in a primary reserve in assets that 
are instantly convertible into cash; then 
they must carry a secondary reserve 
which is highly liquid' and which can 
be converted into cash under any cir- 
cumstances without very much delay. 

“The remainder of their assets may 
be in loans which are not strictly liquid 
and which yield a higher rate of inter- 
est. This is where the bank makes its 
money. The proportions of these classi- 
ed reserves will vary in different cases 
and from time to time in the same case, 
jut the classification of reserves has got 
to be observed always.” 





Study in Investments Is 
Held to Be Masterpiece 





President Gold declared that in his 
°pinion a booklet presented at the con- 
vention entitled “A Study in Life Com- 


pany Investments,” is the outstanding 
ature the administration. This 
0oklet a composite work of the in- 


veéstment 
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is Chairma 
merit, cor 
investment 
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mmittee of which H. B. 

sident Midland Mutual Life, 
It is a study of superior 

prehensive in its survey of 

problems and practices. 

ld in presenting the report 

ion to two factors. He said 





ss place the committee was 
,_atimous in its opinion that it is not 
cesirable r companies to invest in 
ommon stocks so far as their reserves 


are concerned. 


wotsd-g. At the present time the 
‘Olal invest 


nents in stocks of all kinds 


ann Des nt of the entire assets. An- 
r po made was that there has 
*n a sad lack of cooperation among 
ome es in dealing with invest- 

*, 4hey have competed unwisely. 


lat sound cooperation would 
zed the abnormal conditions 


the last few years. 








v. Barry, vice-president Metro- 
®, and C. G. Taylor, assistant 
sociation of Life Insurance 
ere called upon for remarks. 








DR. LAWRENCE G. SYKES, Hartford 
Medical Director Connecticut General 
Life 


Urged on 


Assistance to Agents Is 


Medical Staff 





The medical department is of great 
value through the assistance it gives in 
building and maintaining the morale of 
the agency force, Dr. Lawrence G. 
Sykes, medical director of the Connecti- 
cut General, told the general session 
Thursday. The subject of his paper 
was “The Value of an Agency-minded 
Medical Department.” 

He said the problem of human rela- 
tions is one in which all home office of- 
ficials are intensely involved no matter 
what their capacity, and that it does 
not appear to be mere chance that the 
popular impression among field agency 
men is that the agency-minded com- 
pany is the best one to work for. 


Classifies Departments as _ 
“Professional” and “Business” 


He divided medical departments in 
two classes, one the professional which 
creates an air of mystery about med- 
ical selection and statistics thus mystify- 
ing the layman. He said such medical 
officers appear to sit back satisfied with 





changes taking place in insurance today. 
Dr. Sykes says there is no room in the 
life insurance business today for such 
treatment of field men. The up to 
date medical department, he said, is of- 
ficered by business men who have 
brought their professional knowledge to 
the business of life insurance and their 
actions and reactions are more in keep- 
ing with the dignity and efficiency of 
the business. 

Dr. Sykes says it is mecessary that 
medical men visit in the field with 
agents and local examiners, be patient 
listeners to their problems, counsel with 
them and use a good measure of “horse 
sense.” 

Marked changes in clinical study in 
life insurance medical underwriting have 
taken place of late years and this has 
made it possible to accept a large num- 
ber of cases which formerly were de- 
clined outright, he said. 

The agency-minded medical depart- 
ment will be alert to the use of the 
latest clinical developments as soon as 





the past, not realizing the tremendous 


they are proved of practical value to 
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BUSINESS IS GOOD = 


IF UNATTACHED, AND INTERESTED IN READING 
“MANY STRONG POINTS” ABOUT OUR ORGAN- 
IZATION, ADDRESS AGENCY DEPT. 938, In care of: 


HE ranks of our field force are being constantly strengthened by the appoint- 
ment of new men » » » high caliber men who can visualize a great future for 
themselves in the Life Insurance Business » » » we can place several good men 
in California, Illinois, lowa, Michigan, Minnesota, Ohio, Oregon, South Dakota, 
Texas, Washington and Wisconsin. 


"THE successful insurance un- | 
derwriter, like the successful | 
insurance company, visualizes 
the results of the future through | 
the synchronizing lense of to- | 


experiences, harmonizes them 
with present action, and capital- 
izes through applied initiative. 


> utilizes results of past 
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Organization 


Organization is the keynote of strength and 
success.. The American Life Convention is true 
evidence of this fact. The A.L.C. founded by 
the executives of various American life insur- 
ance companies as a clearing house for problems 
that were common to all and to foster progres- 
sive ideas and keep life insurance on a high level 
has been an instrumental factor in making the 
life insurance business as strong as it is today. 















Organization has also played its part in devel- 
oping and strengthening the American Old Line 
Life. The organization of the Home Office 
located in Chicago enables this company to 
maintain close personal contact with the western 
states it serves. Satisfactory, rapid service is as- 
sured all agents. 


























The management of the company is in the: 
hands of experienced life insurance men trained 
in all phases of company work. Agents are 
backed by a financially resourceful company and 
guided by officers and a board of directors thor- 
oughly experienced in life insurance. 


Agents desirous of growing and prospering as 
this company does should inquire about an 
agency connection. 


H. W. Kingery, President 


American Old Line Life 
Insurance Company 


35 East Wacker Drive Chicago 
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TRULY --‘‘A Southern Company 
* . 9 5 
Growing Like the South 
RECORD OF GROWTH 
Capital and Insurance 

Assets Legal Reserve urplus in Force 
1907...... $ 118,254.00 $ 909 $ 116,730.00 $ 183,500 
eee 362,784.00 174,806 181,829.00 4,334,981 
892,185.00 620,425 245,686.00 7,149,499 
4923...... 1,930, 163.00 1,552,014 300,220.00 16,077,239 
OE wxckms 6, 417, 810.00 4,714,681 1,495,548.00 57,556,313 
1930...... 7, 654, 200.39 5,763,274 1,568,451.96 71,259,418 
Of 289 Companies listed in Life In- 
surance publications— 3 

PROTECTIVE LIFE 

has more capital and surplus than 227 
more pranetge than- - - - -1l li { O) 
more assets than - - - - - -178 URANCE 
andisolderthan - - - - - -160 Py eA 
























life insurance medicine. “When an 
agency staff iis convinced that the med- 
ical department is trying to help them 
produce, then rejections become a mat- 
ter of routine, and properly given out 
they become educational,” Dr. Sykes 
said. 

“It is my firm conviction that unless 
we can sell the reasonableness and jus- 
tice of our requirements, our require- 
ments must be wrong,” Dr. Sykes said. 
He is convinced from his own experi- 
ence that there is an enormous oppor- 
tunity to be a real friend to the man in 
the field; to remove many disturbing 
obstacles from the agent’s path by gain- 
ing a conception of his task and work- 
ing from his viewpoint. 


Declares Surface Has 
Barely Been Scratched 


“Medical research has done much 
with regard to numerous medical im- 
pairments, such as the finding of sugar, 
albumin, electrocardiographic studies of 
irregular pulse, orthodiascopic readings 
of the heart, and the value of x-rays of 
the chest. The surface has just been 
scratched, if we are alert to what is 
going on about us. 

“The clinical study that has been 
done in differentiating the unimportant 
from the important clinical findings, has 
made it possible to accept a large num- 
ber of cases that formerly were declined 
outright, so that this work has been a 
benefit to all concerned. The favorable 
cases can be selected, based upon facts, 
and the unfavorable cases sifted out, 
based upon exact findings. This prob- 
lem is our constant one and we should 
never rest unless we are satisfied that 
we have the facts. Many cases are 
worthy of study and clinical investiga- 
tion, which iin the past were eliminated 
by rule of thumb. 


Finds Great Responsibility 
Is in Production End 


“It seems to me that the selective 
part of our work should be a matter of 
routine and necessity. The mortality 
experience desired by the individual 
company, the statistical material avail- 
able and the judgment which the med- 
ical officers have, are a matter of fact. 
It is my conviction that the measure 
of the work we are performing is the 
additional mile we go and the additional 
work we do in helping the production 
end of our work. 

“Much of the friction that is developed 
between the field and the home office 
medical department arises because there 
is a lack of understanding on the part 
of the medical department of the prob- 
lems confronting the field force and the 
lack of appreciation of the value of 
psychology in dealing with these forces. 
There is not necessarily a lack of de- 
sire to cooperate, but fundamentally a 
lack of understanding. It is the natural 
reaction to oppose that which one does 
not understand. 

“It is difficult to visualize what a 
given commission means, which is 
counted upon to feed and clothe a 
family, if one has never sold on a com- 
mission basis. With any failure in this 
understanding, it is difficult to expect 
cooperation. 


Correspondence With Field 
Too Often Routine Matter 


“Agency men of standing feel that 
home office medical officers fail, or do 
not choose, to face the fact that they 
are dealing constantly in human per- 
sonalities, whether dealing with appli- 
cants or agents, either through cor- 
respondence or directly. In such deal- 
ings there is no place for personal likes 
or dislikes. The opportunity for edu- 
cation in fundamental underwriting 
principles is all too frequently missed 
by the manner in which correspondence 
is handled in disposing of unfavorable 
cases. It must be remembered that 
while it is a case to the home office 
official, it is something of far greater 
importance to the applicant and agent. 
“While I realize that this is difficult, 
owing to the pressure of business, it is 
unfortunate that all too frequently this 

















has become a routine form. Neverthe- 





Presided 











DR. H. W. 


DINGMAN, 
Chicago 


Dr. Harry W. Dingman, vice-presi- 
dent Continental Assurance of Chicago, 
presided Thursday morning when Dr, 
Sykes of the Connecticut General read 
his paper under the auspices of the 
medical section. Dr. Dingman created 
uproarious laughter by some of his pun- 
gent stories. 








less, the net result in effect may be 
costly. 

“It is needless to comment that the 
agency-minded medical department must 
be composed of the expansive type of 
individuals, for I believe that this type 
is the one that will be an asset to any 
department handling production, and 
not the contractive type. In addition, 
it is more important that the best 
trained physicians should be selected for 
medical department home office work, 
for today it is necessary to be fully 
aware of the latest advancements in 
medicine and sound clinical judgment is 
a necessity. 

“The medical officer is a specialist, 
just as the life insurance salesman is a 
specialist. His problems differ from 
those of other medical men. He deals 
with groups, not individuals. His prob- 
lems are statistical and human, rather 
than individual or physiological. He 
must be safe and judicial, rather than 
technically scientific. In case of doubt 
he must take the middle ground.” 





Convention Was Founded 
Twenty-five Years Ago 











J. B. Reynolds, president Kansas 
City Life, was called to the chair when 
President C. W. Gold of the conven- 
tion gave the annual address. It was 
fitting that Mr. Reynolds should par- 
ticipate in the proceedings in this man- 
ner as he was one of the founders of the 
American Life Convention and was pres- 
ent 25 years ago when it started at 4 
meeting in Chicago. He said t hat this 


was the “second piece of gold” he had 
introduced to the American Life_Con- 
vention. P. D. Gold, brother of C. W. 
was one of the early presidents. He 


now resides at Daytona, Fia., |! 
present at the Chicago meeting 


year. The two Gold brothers were 
founders of the Jefferson Standard Lite 
and established it at Raleigh. 

Miss Chlo Peterson, publicity ' anager 


of the Business Men’s Assurance, 3‘ 
tended the meeting of the Insurance Ad- 


vertising Conference at Milwaukee and 
then went down to Chicago for the 
American Life Convention. Miss Peter 


son is a young woman of unusua! attain- 





ments, who has made a remarkable suc- 
cess of her work. 
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Under the 





Square 
Deal 





| Agency Contract 


as issued by 


Natmjwvnalye 


Insurance Company 


You will have 


—Vested and 
non-forfeitable 
renewals 


—Unrestricted 
territory 


—Power of appoint- 
ment to build 
your own agency 


—Direct Home Office 
connection 


FOR DETAILS —simply fill 
out the coupon if you live in 
Wisconsin — Minnesota — 
lowa—Ohio. 


National Guardian Life Ins. Co. 
MADISON, WIS. 


Gentlemen: 


Please send me details regarding 
your Square deal agency contract. 
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Public Relations 
Work Is Needed 


Company Publicity Man Urges 
Strong Organized Program 
by A. L. C. 


CITES MANY BENEFITS 


Lorry Jacobs of Southland Life Brings 
Message From Insurance Adver- 
tising Conference 


A highly illuminating talk at the A. 
L. C. meeting was the one of Lorry 
Jacobs, director public relations South- 
land Life, Dallas, Tex., on “Public Re- 
lations and Life Insurance.” 

Mr. Jacobs said a practical step 
toward better public relations for life 
insurance could be made by closer align- 
ment of the American Life Convention 
and the life group of the Insurance Ad- 
vertising Conference, and he said this 
already has been started through the 
address of President Charles W. Gold 
of the American Life Convention to the 
I, A. C. and that of Mr. Jacobs, a mem- 
ber of the advertising organization, to 


the A. L. C. 


Decreased Sales Resistance 
Given as One Benefit 


He said public relations can decrease 
sales resistance, conserve business and 
prevent burdensome legislation. Train- 
ing agents properly to represent life in- 
surance is a big step forward in public 
relations, he finds. He said life com- 
panies owe considerable recognition to 
trade journals for much of the education 
of agents in the past, and that they 
could use the advertising in these trade 
journals for that purpose to an even 
greater extent in the future. 

Proper education of home office em- 
ployes is another vital factor. He cited 
a “horrible example” of a man who had 
several hundred thousand dollars of life 
insurance in a large company and was 
thinking of taking some additional, who 
visited the home office: to make in- 
quiries about his insurance. After wan- 
dering about the home office for four 
hours from department to department he 
went away disgusted and shortly after- 
ward lapsed the policies and applied 
fer new ones in another company. 


Suggests Using “Tractor” 
in Cultivating Favor 


Mr. Jacobs said it was his opinion 
life insurance generally is “using a 
horse and plow to cultivate your public 
held when you might as well be using 
a tractor.” Companies continue to 
broadcast education to the public on life 
insurance matters through the army of 
agents, when they might better use 
the modern educational matter familiar 
to other industries, reaching the public 
collectively through advertising, either 
co-operative or individual. 

Mr. Jacobs points to the $18,267,331,- 
211 of life insurance written last year 
and the $14,630,529,822 lapsed as an illus- 
tration that there is much room for im- 
provement in life insurance public rela- 
tions work. He said adequate public re- 
lations would considerably lessen this 
evil. 


Election of Agents Is 
Important Factor 


“One piece of public relations work 
which is being done more and more 
effectively by life insurance companies at 
the present time is the work of training 
agents to properly represent them. One 
by one these companies are coming to 
the realization that they must properly 
train their agents before these men are 
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FOR FORTY-THREE YEARS 
AN EXPONENT OF GOOD 
SOUND UNDERWRITING 
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Bankers Life Insurance 
Company of Nebraska 


Home Office - - Lincoln, Nebraska 


H. S. WILSON, President 
F. M. SANDERS, Secretary 
A. B. OLSON, Mgr. of Agencies 
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Well Balanced! 


Like the proverbial dew, this company 
covers everything. 


Writing industrial . . . ordinary life... 
group . . . health and accident. 


Operating from coast to coast ... Canada 
to Mexico . . . Cuba to Hawaii. 


Valuable Territories 
Now Open. 


AMERICAN NATIONAL 
Insurance Compan 


GALVESTON.TEXAS 
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A Company Worthy of 
its Illustrious Name 
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George Washington Life 


Insurance Company 
Charleston, West Virginia 







Offers Exceptional Field Positions in Maryland and 
Virginia .... And there are a few openings in Michigan, 
Ohio, West Virginia, Kentucky, Tennessee, Georgia, 
North Carolina, and South Carolina. 








‘‘Where There Is No Vision The People Perish’”’ 











The 
Minnesota Mutual 
Life Insurance Co. 





Hopes that the 
American Life Convention 


at Chicago will be as happy over the Success of 
the Convention as The Minnesota Mutual is to 
have passed the $200,000,000.00 mark and to 
have written so far 150 percent of its 1929 Busi- 
ness in this its 50th Anniversary year. 


—<jo— 


The Minnesota Mutual Life 


Insurance Company 
Saint Paul 




















sent out in the field to represent them. 
They are seeking men of a higher class 
for agents, and here and there efforts 
are being made to establish insurance 
departments in the universities and 
schools all over the country. However, 
a great deal more remains to be done, 
and I thoroughly believe that the com- 
pany w hich neglects this important part 
of its public relations work is going to 
la Ag behind the general trend of progress. 

“Through your public relations de- 
partment you Can, of course, go directly 
to your public. It is in this respect that 
the institution of life insurance has been 
most laggard. The fact that the Ameri- 
can agency system even exists is, to my 
mind, adequate proof of the fact that 
there are tremendous possibilities for 
public relations work in the life insur- 
ance business as far as the general pub- 


lic is concerned. 


Urges Organized Efforts by 
Groups of Companies 


“I am perfectly aware that a great deal 
of public relations work has been done 
by life insurance companies, although 
they may not definitely include this 
work under that title. I do, however, 
contend that there a great need at 
the present time—and I believe the 
need will grow greater—for organized 
public relations work to be done both by 
the individual companies and organiza- 
tions of companies such as yours. 

“If your company small, you can 
still reach your public by properly di- 
recting your agents’ advertising. I have 
found in my work that the most effec- 
tive advertising done advertising for 
_ by the agents and that they are 

“ager to advertise if proper advertising 
oiime are furnished them. As high as 
85 per cent of the agents of the South- 
land Life eligible for advertising have 
used it and have paid their own money 
for it. 

“You can 
more human by 
written letters, and, 


is 


1s 


is 


your institution far 
the use of properly- 

as the result of your 
public relations work, you can find the 
American press more and more inter- 
ested in your institution and more and 
more ready to broadcast favorable in- 
formation about it. 

“The institution of life insurance is so 
humanly interesting that there are thou- 
sands of things about it which merit at- 
tention from the public press, and would 
get that attention if, for instance, you 
had a properly-constituted public rela- 
tions bureau as a part of your American 
Life Convention. 


make 


Burdensome Legislation 
Calls for Publicity Work 


“The third problem of your business 
which I said would be very much af- 
fected by public relations work is that 





Unable to Understand 
How Companies Do It 


A naive compliment was paid 
life insurance in the general ses- 
sion Thursday by H. P. Wright, 
a director of the Kansas City 
Life, in an intensely interesting 
address on financial problems of 
life companies. “My education in 
the use of pencil and pad of pa- 
per may have been neglected,” 
Mr. Wright said, “but I must con- 
fess that I cannot figure out how 
a life insurance company or any 
other kind of a company can pay 
5 to 5% percent per annum to 
the holder of a so-called policy 
with an agreement to return the 
full amount of the investment with 
interest to him on demand or to 
his estate at his death, and pay 
the overhead expense of running 
a business which must surely be 
at least 1 percent per annum, and 
loan his money out at an aver- 
age earning of 5% percent and 
make any profit in the transac- 
tion.” 
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LORRY JACOBS, Dallas, Tex. 


Director of Public Relations 
Southland Life 














































of prevention of burdensome legislation 


1 am no prophet, but I am quite willing 


to risk my reputation in predicting to 
you that, unless some real public rela- 
tions work is done within the next ten 
years, you are going to face more and 
more of this legislation, and it is going 
to become harder and harder to defeat 


mind that the 
] 


There is no doubt in my 
American Life Convention has done 
some splendid work in defeating this 
sort of legislation, but I am also aware 
of the fact that most of this work was 


done late in the course of proceedings 
Naturally, because of this fact, the 
work done has been more expensive and 
less effective than it would have been if 
the legislation were stopped before 
even got into definite form. 

“Public relations work along es 
lines, as I see it, could follow three 


courses again: 

“1. Education of the public as t 
reasons for protecting their own inter- 
ests against burdensome legislation a1 
excessive taxation of the life insurance 
business. 

‘2. Direct education of legislators 
public officials in these matters. 

“3. The third process in protect 
against unwelcome legislation 
course, the legal work, which is now 
being done so ably, and has been done 
ably in the past, by the gener: 
counsel of your American Life Con- 
vention. In this phase, I believe, 
course, you are to be complimented, 
cause I do not believe it could have been 
done better. I do _ believe, however 
~— this work would have been mutt 
‘asier and much more effective if othe 
oelilie relations work had preceded it. 





so 





be- 


Homer Guck Participates 


Homer Guck, president of the ( 
“Herald and Examiner,” was 
the lobby an evening or two 
pany with President John A. Reynol 
of the Detroit Life. Mr. Guck 
achieving great success as a daily news 
paper publisher. He was formerly as 
sistant to the president of the Detroit 
Life when M. E. O’Brien was hea 
the company. When the Americar 
Convention met in Detroit two 
ago Mr. Guck had charge of the loca 
arrangements and was accorded man) 
compliments for the way he arrang 
the outside activities. 


--F2 


secn 
in 





J. H. Higgins of Indianapolis, manage? 
of the Travelers Health Insurance (om 
pany, seldom misses a meeting 
convention. He knows a number of tht 
company officials for he traveled man! 
years throughout the field when he was 
associate manager of The Nationa! Un- 
derwriter. 
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Session of Reminiscences 
by Three Founding Fathers 





One of the most delightful features 
of this year’s meeting was the session 
Thursday afternoon, when the founders 
of the American Life Convention were 
honored and the atmosphere was frag- 
rant with delightful and refreshing mem- 
ories. Lhe original conference that led 
to the organization of the present body 
was held in the Great Northern hotel 
Dec. 5, 1905. This is the 25th year. 
Three of the founders were called to 
the platform to give some reminiscences. 
President J. B. Reynolds, Kansas City 
Life, was the first president and has 
been the only member who has twice 
held that office. Mr. Reynolds in his 
remarks said that North Carolina had 
furnished three presidents; Indiana, 
three; Illinois, two; Minnesota, two; Ne- 
braska, two; Missouri, two; Texas, two. 
Other states had furnished one. , “Iowa 
has had one president,” he said, “and 
has one in the making.” He said that 

e administration of Isaac Miller Ham- 
ion president Federal Life, was hec- 
_ but much was accomplished. The 
frst section was created. during his ad- 
ninistration, it being the medical. Other 
sections followed, and Mr. Reynolds 
facetiously recommended a farm man- 
wers’ section. 
President Roosevelt’s 

Federal Recommendation 

Mr. Hamilton in his remarks referred 
to the fact that on the day of the notable 
Thicago conference the daily papers 





published the recommendation of Presi- 
dent Roosevelt to the effect that insur- 
ance be placed under control of the fed- 
eral government. The conference op- 
posed any interference with state regu- 
lation. The American Life Convention, 
he said, has done much to educate the 
public as to the benefits of insurance. It 
has been on the side of — 
He paid tribute to Mrs. C. Rawson, 
ody was __ vice-president of the Des 
Moines Life, and who is a member of 
the original conference. Mr. Hamilton 
said that in his opinion Mr. Reynolds 
has done more for the organization than 
any other single person. He referred 
feelingly to the work of T. W. Black- 
burn, who. was the first secretary and 
continued in that office almost until his 
death. 


Sidney A. Foster Gave 
Some Recollections 


Sidney A. Foster of Des Moines, who 
for 40 years was secretary of the Royal 
Union Life and who was third of the 
founding fathers’ to speak, also paid 
tribute to Mr. Blackburn, saying his 
work would have been made an enduring 
monument. Mr. Foster asserted that 
Charles E. Dark, then vice-president 
American Central Life, originated the 
idea of getting together officials of com- 
panies with the thought of organizing. 
Mr. Dark went to Des Moines and con- 
ferred with Mr. Foster, and they in 
turn enlisted the help of Mr. Reynolds. 











Booklet Presents 
Results of Study 





| of Investments 





The “Study in Life Insurance Com- 
pany Investments” prepared by the 
A. L. C. committee on investments 
eaded by L. Edmund Zacher, presi- 
dent Travelers, published in a 72-page 
pamphlet, is a contribution of un- 
loubted value. This brochure takes up 
the questions of regulation, cooperation 
nd competition, and there are chap- 
ters on laws governing company in- 
securities, diversification of 
nvestment, booms and panics, economic 
yeles and trends, distribution of in- 

tments, cooperation between com- 
panies, and books on the subject. 

This is a very elaborate study of the 
aoe which has been of engrossing 
interes this year, especially in view of 
he stock crash, depreciation in market 
value of bonds, agricultural depression 
nd bad experience on farm loans, and 
even some city real estate, and as well 
because of the handsome investment ex- 
perience of some Canadian companies. 
Che other members of the committee 
ho cooperated in preparing the book- 
et are: Gerard S. Nollen, president 
Bankers Life of Des Moines; Clarence 
L. Ayres, president American Life, De- 
it; D. T. Torrens, vice-president Kan- 
sas City Life and chairman financial 
secti Charles W. Gold, president 
A. L. C. and vice-president Jefferson 
Standard; Byron K. Elliott, manager 
general counsel A. L. C., and H. B. 
ld, president Midland Mutual. 


Good Publicity Secured 


rhe publicity work of the convention, 
as its practical affairs are con- 

cern l, are in the hands of David F. 
barrett, well known insurance news cor- 
respondent of St. Louis. The daily 
papers of Chicago gave much attention 
to the convention. Mr. Barrett selected 
each day those features which would 
fave a particular appeal to the city 
editors. He selected the high spots. 


vestments, 











The Chicago “Tribune” Thursday morn- 
ing gave its major front page story to 
the comment of Ben M. Anderson of 
the Chase National Bank, New York. 
The “Tribune’ sent one of its star fea- 
ture reporters, Philip Kinsley. Many 
favorable comments were heard of Mr. 
Barrett’s work. The trade newspaper 
men were looked after in a most grat- 
ifying manner. 


Convention Highlights 


Miss Elizabeth Hartigan of St. Paul, 
daughter of John A. Hartigan of the 
Equitable Life of New York and former 
Minnesota insurance commissioner, vis- 
ited the convention. “Sis” Hartigan is a 
general favorite at meetings of the in- 
surance commissioners and_ she met 
many of the “camp followers” at the 
Stevens. 

* * * 

A new face at A. L. C. 
Vietor Etienne, Jr., president of the 
West Coast Life of San Francisco, who 
was introduced by Vice-President F. V. 
Keesling of the company, who is a reg- 
ular attendant at these meetings and is 
a member of the executive committee. 
Mr. Etienne is interested in public utili- 
ties and gained distinction as being head 
of the Cyclops Iron Works. 

* * * 

The program this year was a well 
rounded one and successfully carried 
out. President Gold at one session called 
on Col. C. B. Robbins, president Cedar 
Rapids Life and chairman of the program 
committee, to stand on his feet while 
he was “given a hand.” 

x * * 


meetings was 


J. V. Barry, vice-president Metropoli- 
tan Life, made some rapid strides. He 
attended the White Sulphur Springs cas- 
ualty convention leaving Tuesday night 
for New York and the arriving in Chi- 
cago Thursday morning. 

ok * « 

On Wednesday noon the executive 
committee and past presidents had a 
luncheon. The state vice-presidents were 
given a luncheon Thursday noon when 
Manager Elliott and Claris Adams, vice- 
president American Life of Detroit, 
spoke and outlined the work of the state 
vice-presidents which is growing more 
important. 

x * * 

A battery of MIlinois Life general 
agents attended most of the convention, 
they being John M. Kelly, James P Sul- 
livan, S. T. Burford and E, H. Steffelin. 








Rockford Life Insurance Company 


General Agency Opportunities in 


ARKANSAS IOWA NEBRASKA 
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Reasons why you should investigate 


1. Low Non-Participating Rates 
2. Juvenile Insurance 

3. Family Income Plan 

4. Preferred Risk 

5. Substandard Business 
6. Women same basis as men 

7. Liberal Agency Contracts 

8. Prompt Service 
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FRANCIS L. BROWN, President 


Rockford Life Insurance Company 
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Greetings! 
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can company—but old enough to be 
established and enough 
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to offer exceptional opportunity. 
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But Unlike Some 
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We think the man needs some help— 
and we are willing to give it. 
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Pointers Are Given 
on City Life Sales 


(CONTINUED FROM PAGE 6) 


pany should be willing to pay the cost 
of securing a position where sales re- 
sistance to company is lowered, if not 
entirely eliminated, through publicity 
and prestige made possible by efficient 
and advanced agency operation. A 
workable, practical plan to win favor- 
able consideration is essential, he said. 

Metropolitan competition is not for 
business, but for man power and agency 
personnel, he said. A company embark- 
ing on metropolitan development should 
be manned at his home office to render 
efficient and speedy service to agencies 
so that they can compete on equal terms 
in the big insurance market. 

Mr. McLain said a company worthy 
cf favorable consumer consideration can 
be secured by establishing proper recog- 
nition in four groups, competing agen- 


cies, underwriters and brokers, trust 
company officials, and leading business 
men, bankers, professional men and 


other owners and prospective purchasers 
of life insurance. 


Business Enjoys Enviable 
Consideration of Public 


Life insurance enjoys the most favor- 
able consumer consideration in the his- 
tory of the business today, he said, and 
it is agreed that this is fully warranted 
by the merit of the product and its serv- 
icing. It has been accomplished largely 
through the medium of field forces aided 
by claim payments to countless bene- 
ficiaries, and by advertisements of banks, 
trust companies, and a few life com- 
panies. Mr. McLain considers favorable 
competitive consideration as important 
as general public regard. Membership 


in local underwriters’ associations and 
managers’ clubs should be an active, 
constructive one, he said. 


In order to meet the high type of city 
competition, an agency operator must 
have a real company agency program 
designed to assist manager and agent. 
The day has passed in cities when a 
promising recruit is secured without 
other agency competition and purely by 


“looking around.” Agency contracts 
should be uniform, endorsed by the 
company, terms should be liberal, in 


line with competitive compensation and 
devoid of “catches.” 

Of prime importance is the company 
and agency training program; just what 
will be done for and with the good type 
of new agent. Mr. McLain said there 
must be no guess work, no indecision 
or lack of a definite training plan. 

Development of metropolitan territory 
must invariably be accompanied by real 
underwriting pressure, he said. Sys- 
tems and personnel must be elastic and 
capable of growth to meet the demands 
of metropolitan agencies working under 
pressure. He said companies should not 
be afraid of brokerage business or big 
cases, for that is a part of metropolitan 
business. Few companies thus far have 
been able to lower mortality as a result 
of metropolitan business. Increased ac- 
quisition cost is a factor. 

Against these disquieting factors Mr. 
McLain offset optimistic figures prepared 
by the Life Insurance Sales Research 
Bureau comparing five successful metro- 
politan agencies and five successful rural 
agencies. He said the figures indicate 
metropolitan development is slightly 
less expensive, renewal business having 
.775 percent expense ratio against 1.302 
percent for rural, and new production 
11.89 percent, against 14.05 percent for 
rural, 

Larger city rents and clerical salaries 
are offset by lower supervision costs and 
elimination of travel expenses. Larger 
premium units result in lower total 
costs and Mr. McLain says, better sta- 
bility. Metropolitan business returned 
a profit 75 percent larger than that from 
rural business. 

Financing also is a problem although 
a sound, skillful and efficient agency 
man can finance agents on a program 
of modest growth without serious 
trouble. 
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In 
(CONTINUED FROM PAGE 3) « 
financial section which is of inestimable hospita 
value covering as it does so many i the | 
angles of the subject. has bee 
The departmental activities will at- mittee 
tract to the convention a keener interest it was 
and a very loyal support. If there was the cot 
doubt in the mind of any one as to the pradua 
efficacy or drawing power of the sec- braska 
tional meetings it was dispelled \\ ednes- degree 
day night. The management section at- been o 
tracted 163 and the financial even more. Life C 
There was keen interest in the pro activiti: 
ceedings of both. The sections are here govern 
to stay. se 
Officials Have Given ported 
Excellent Service Wilson 
The St. Louis office of the conver Pittsbt 
tion has given a splendid account of it- meetin 
self during the year. It is working m the co 
great harmony and every man is doing permat 
his best. Judge Byron K, Elliott, man- he thi 
ager and general counsel, is a student, It wor 
a man who is delving into insurance and be mo 
its related problems. His report was tration 
highly satisfactory. sotiat 
One of the best papers presented was tainme 
by Secretary and Actuary Wendell P. substit 
Coler, who showed a grasp oi busi- place | 
ness and power of analysis and observa- tive cx 
tion that are very gratifying. He has peas 
impressed all with his sacha bility. Le 
Attorney Ralph H. Kastner, who ap- sir 
peared before the legal section, gave LM 
evidence of a well trained and thinking ported 
mind. He is a young man enthusiastic H. Ps 
in his work and has a future of con Servic 
sequence before him. Lee Parker and debt ¢ 
his associates of the American Service desiral 
Bureau have demonstrated eir él fenecel 
ficiency and constructive p r, Ab throug 
together the members of the conver reau 
tion are highly gratified with the salariee ion 
officials. L 7 
inated 
At one session of the Il section Rapid: 
Chairman W. H. Eckert n | o- onding 
distinguished ex-presidents s\'\ | E ree Aliste: 
back row together, they bei! reside! 
J. B. Reynolds, Kansas City | ; Presi- erty a 
dent H. M. Woollen, Amer Centra \Obbi: 
Life, and C. L. Ayres, presid: * G 
can Life. Evidently the tr sented 
chairman would call for re memb 
Messrs. Woollen and Ayres E. ¢ 
and got out of the room. M! re ie dent 1 
was caught in the offing an la 
the front where he extended ereetine onded 
6 ¢ @ Adan 
Owing to the fact that Olympic elds 2 
is 35 miles away, the numbe! ntered be Col, } 
the golf tournament was decreased 9” Arno! 
there were fewer attending the solfers J.B 


dinner than usual. 
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Some Personal Activities 
in the Hotel Stevens Lobby 








president J. B. Reynolds of the Kansas 
city Life, who owns some high grade 
trotting horses, attended the races at 
texington, Ky., where his steeds were 
entered and saw one of them break a 
record. He arrived in Chicago Tuesday. 

x * * 
Judge Paul Samuell of Jacksonville, 
jl, son-in-law of President Fred H. 
Rowe of the American Bankers Life, was 
qlled out before the legal section Tues- 
day afternoon. Chairman Eckert stated 
that Judge Samuell was defeated for re- 
section on the Illinois supreme bench 
because of a minority dissenting opinion 
he rendered. 

x * * 
The conventioneers were most agree- 
ably surprised when Mr. and Mrs. R. M. 
Malpas came on from Los Angeles. Mr. 
Malpas was formerly president of the 
Reinsurance Life of America and for 
two years has been suffering from a 
nervous breakdown. 

x * * 
Harold R. Gordon of Chicago, execu- 
tary Health & Accident Under- 


tive secre 


writers Conference, was an interested 
spectator at the meeting. 
* 6s 6 


P. M. Estes, vice-president and general 
counsel of the Life & Casualty of Nash- 
ville, attended the annual meeting of 
the Industrial Insurers Conference in 


Chicago last week, then went up to 
Minnesota and returned to Chicago to be 
present at the American Life Conven- 
tion meeting. 
x * * 

The Springfield Life agency forces in 
Chicago and vicinity had a meeting ow- 
ing to the fact that a number of officials 


were attending the convention, they 
being President A. L. Hereford, Vice- 
President William Schmidt, Superin- 


tendent of Agents A. J. Hereford and As- 
sistant Superintendent E. J. Cotter. 


*x* * * 
E. Lee Trinkle of Roanoke, Va., vice- 
president Shenandoah Life, who was 


governor of Virginia for four years end- 
ing 1926, is a regular attendant at the 
annual meetings. A number of Virgin- 
ians are back of him for another term in 
the governor's chair. 

x * * 

Ss. T. Whatley, Chicago manager Aetna 
Life, who has just retired as president 
of the National Association of Life Un- 
derwriters, went to the hotel to pay his 
respects to some of the executives. 

* * 

The Pacifie National Life of Salt Lake 
was represented by two officials, C. R. 
Marcusen and Daniel Alexander. 

x * * 

The registration on the final day had 

gone beyond 550. 








Robbins Elected President 


in Silver Anniversary Year 
(CONTINUED FROM PAGE 3) 


hospital and Coe college, and a director 
f the Cedar Rapids National Bank. He 
has been chairman of the executive com- 
mittee of the Cedar Rapids Life since 
it was organized and has been head of 
the company since January, 1015. He 
graduated from the University of Ne- 
braska in 1898 and received his A.M. 
degree from Columbia in 1903. He has 
been of great service to the Ame:.can 
Life Convention especially in its political 


activities and contacts with the federal 
government. 

F. B. Mead, Lincoln National, re- 
ported for the blanks commitee. H. R. 
Wilson, American Central, reported 


Pittsburgh as the place for the 1931 
meeting. C. F. Coffin, State Life, said 
the convention should have a central 
permanent meeting place. This subject, 
he thinks, deserves early consideration. 
It would solidify the work and would 
be more economical. This year’s regis- 
tration, he said, is the largest in the as- 
sociation’s history. Pressure of enter- 
tainment falls on local companies. A 
substitute motion was made that the 
place of meeting be left to the execu- 
tive committee. 


American Service Bureau 
Is in a Fine Condition 


J. M. Laird, Connecticut General, re- 
ported for the disability committee. Lee 
Parker Teported for the American 


Service | bureau. He said that all the 
debt can be paid this year if it seems 
desirabl Mr. Coffin said that some 
favorab publicity had been secured 
“rough the efforts of the publicity bu- 
teau. D. F. Barrett, publicity manager, 
Was highly commended. 

L.j.D ugherty, Guaranty Life, nom- 
— Col. C. B. Robbins of Cedar 
apids Life for president. The sec- 
oma motion was made by F. W. Mc- 
er Kansas City Life. Mr. Dough- 
Rey and H. R. Wilson escorted Col. 
obbin. to the chair. 

ad A eitch, Reserve Loan Life, pre- 
ooo ohh W. Gold in nomination for a 
E ( r of the executive committee. C. 
digs nominated F, P. Manly, presi- 
ited be anapolis Life. H. L. Seay sec- 
i Mir. Manly’s nomination. Claris 
ie ) at supported Mr. Manly, who 
fs be fll the unexpired term of 
Fe bins. Mr. Gold succeeds O. J. 
. gh "Mantinmstens National Life. 


vonlds, Kansas City Life, nom- 





Fathers and Sons Prominent 
in the Work of Companies 


Fathers and sons in the American Life 
Convention are quite notable, the 
younger men taking an active part in 
the work of their company. Dr. E. G. 
Simmons, vice-president Pan American 
Life, who is a former president of the 
A. L. C., could not be present this year, 
but his two sons, Fisher E. and Ted M., 
were on. President J. J. Cadigan of 
the New World Life was accompanied 
by his son, John W. President George 
A. Boissard of the National Guardian 
Life of Madison, Wis., was buttressed 
by his son, Secretary Richard Boissard. 


Fred H. Rowe, president American 
Bankers, had his two sons, Charles Y. 
and R. Y. President A. L. Hereford 


of the Springfield Life was accompanied 
hy his son, A. J. Hereford, who is head 
of the agency department. E. C. Mil- 
lair, vice-president of the George Wash- 
ington Life, was accompanied by his 
son, C. F. Millair. John H. McNamara, 
chairman of the board North American 
Life of Chicago, had his son, Vice-Pres- 
ident Paul McNamara. James C, Jones, 
Sr., vice-president American National of 
St. Louis and distinguished insurance 
attorney, never fails to have his son, 
James C., Jr., at the meeting. J. E. 
Higdon, veteran actuary of the Missouri 
insurance department, was in attendance 
at the convention, as was his son, J. C. 
Higdon, secretary and actuary Business 
Men’s Assurance. 


Change in Meeting Place 


After the committee on place of meet- 
ing had recommended Pittsburgh for 
the 1931 convention, following a lively 
fight on part of Montreal, on motion 
of C. F. Coffin, State Life, the matter 
was left with the executive committee, 
with the likelihood that Chicago will be 
selected as a central permanent place 
of meeting for a few years until the 
members can give it a trial. 








inated F. V. Keesling, West Coast Life. 
H. R. Wilson, American Central, nom- 
inated John M. Laird, Connecticut Gen- 
eral. 

On motion of President Gold, a spe- 
cial vote of thanks was tendered by the 
members to Walter E. Webb, executive 
vice-president National Life, U. S. A., 
and chairman of the committee on ar- 
rangements, and Mrs. C. M. Cartwright, 
who had charge of the ladies’ committee. 











The Officers of 
The 
North American Life Insurance 
Company of Chicago 


sincerely appreciated the opportunity to 
welcome all in attendance at the Silver 
Anniversary of the American Life 
Convention. 


We believe that the fellowship, ideas and 
spirit of this Convention were instrumen- 
tal in strengthening the bonds of friend- 
ship between all American life insur- 
ance companies. 


E. S. Ashbrook 
President 


J. H. McNamara 
Chairman of Board 


Home Office—North American Bldg. 


NORTH AMERICAN LIFE 
INSURANCE COMPANY 
CHICAGO 



































ALAMO LIFE 


INSURANCE 
COMPANY 


A progressive up-to-date 
company with a program 
of expansion and growth. 
All Texas is our field. 


GRAHAM DOWDELL 
President 


‘“‘The Fast Growing Company of the Southwest”’ 
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WE 
OFFER 


Generous contracts with 
real first, year commis- 
sions and non-forfeitable 
Renewals to insurance 
men who can take terri- 
tory and develop it. 



















































1. Full line of most 
salable policies for 
adults and_ children. 


(Written from 1 day 
old to 70 years old). 


2. Prompt service in 
issuance of policies. 

3. Policies issued to 
greatest possible pro- 
portion of applicants. 


4. Assistance in or- 
ganizing territory with 
H. O. field men. 


5. Dollar a Month poli- 
cies for small buyer. 


6. Liberal commis- 
sion. 


7. Liberal underwriting 
rules for acceptable 
risks, 

8. Exceedingly prompt 
settlement of claims. 


Some excellent territory 
open in the States of 
California, Illinois, In- 
diana, Iowa, Kansas, 
Michigan, Minnesota, 
Missouri, Oklahoma, 


Ohio and Texas. 


Sincerity of purpose, 
ambition and a thorough 
understanding of life in- 
surance values, combined 
with a knowledge that 
the company you repre- 
sent can meet your cus- 
tomer’s needs —sspells 
SUCCESS for you. 


Springfield Life 


Insurance Company 


A. L. HEREFORD 
President 


SPRINGFIELD, ILLINOIS 





























Agency Section Stages a 
Well Balanced Program 


(CONTINUED FROM PAGE 6) 


places great reliance on the softer and 
more human qualities that he possesses 
when it comes to influencing and mold- 


ind people. ; 
There is $110,000,000,000 life insur- 
ance in force in the United States, 


which is more than twice as much as 
in the rest of the world. Mr. Harris 
said that 440,000 people die in England 
every year and yet there are only 110,- 
000 estates that qualify to pay the estate 
duty. The great number of people leave 
no estate. 

He said that 80 percent of the insur- 
ance sold in England is on the endow- 
ment plan. People want to make a 
profit on insurance, so the agents sell 
it on that ground. 

Mr. Harris said it is the duty of an 
insurance company to insure people. In 
America there is a missionary spirit and 
zeal in the sales force. Agents get at 
the needs of people and adapt life in- 
surance to them. 


No Trained Full 
Time Agents in England 


In England there are no_ trained 
full time agents outside of the indus- 
trial collectors. The people that sell 
life insurance are also engaged in other 
business. In the United States agents 
are taught to tell what the machinery 
will do rather than how it is made. 
“The closer we study the public,” said 
Mr. Harris, “the closer we approach 
its needs. The public is changeable and 
it is our duty to be responsive.” 

Mr. Harris told the life insurance 
people to keep away from business de- 
pression talk. It is injurious and de- 
structive. 

In securing agency material he de- 
plored the comprehensive questionnaire. 
It makes people too self-conscious, he 
thinks. What one wants to find out is 
what a man is and what he knows. The 
simplest tests, he said, are vital tests. 
Mr. Harris said that a number of edu- 
cated men are mere nincompoops, 

He would seek intelligence, convic- 
tion, zeal and honesty in a prospective 
agent. Those are the four cardinal vir- 
tues to look for, in his opinion. 


Education Should Exalt 
Individuality and Personality 


“When we get a man,” declared the 
speaker, “we start to make him all over 
and dominate him. The end of educa- 
tion is to exalt individuality and uplift 
personality. We must not overlook the 
human characteristics of our agent. We 
must give him credit for doing a big job 
faced with great difficulties. These men 
understand the changing moods of the 
public. They know human nature and 
cater to it. We should place in the 
hands of the agent the argument and 
persuasive appeal of life insurance and 
let him plead the cause.” 

Mr. Harris said that people judge a 
company by the men in the field. Life 
companies, he said, should not be 
thought of as abstractions or mere cor- 
porations, but companies of men and 
women who are banded together in one 
cause and having one motive, that being 
to insure the people. The agents, he 
asserted, should feel that they are just 
as much a constituent part of the com- 
pany as salaried folks. Mr. Harris said 
that the $110,000,000,000 of insurance 
will be paid out during the next genera- 
tion. Most of its benefits will be paid 
when they are in dire need. The agents 
did this big job and should get the 
credit for it. 


Registration Well Handled 


The arduous duties of the registration 
desk were most efficiently dispatched. 
There is a multiform set of duties re- 
quired in successfully handling this desk. 
Here is the center of the machine. Miss 
Mildred Hammond, private secretary of 
Manager Byron K. Elliott, had charge 








Golf Chairman 


























JAMES FAIRLIE, Springfield, Il. 


James Fairlie, vice-president of the 
Abraham Lincoln Life of Springfield, 
Ill, is the head of the American Life 
Convention golf activities. He was a 
busy man the first part of the week 
while the golf tournament was in prog- 
ress. Mr. Fairlie was formerly actuary 
of the Illinois insurance department. 








of this work. It was Miss Hammond's 
first annual meeting, She is a young 
woman of splendid countenance and su- 
perior intelligence. Everything was 
admirably done. Her chief assistant was 
Miss Loretta Schaaf of the Illinois Life 
home office, who, too, deserves great 
credit for her diplomacy and poise in 
dispatching the details. 





Great Interest Is Shown in 


Round Table Discussions 
(CONTINUED FROM PAGE 16) 


mer member of the [Iilinois 
court, spoke briefly. 

Allen May, general attorney for the 
Missouri State Life, in his talk on “Ae. 
cidental Means,” especially con erning 
sufficiency of proof, dealt with cases jn. 
volving the double benefit provisions of 
life policies and accidental death under 


supreme 


commercial accident contracts. After 
excluding a number of classes he had 
left for discussion a large body of cases 


where death is prima facie or admittedly 
caused by accidental violence, as gun- 
shot and stabbing cases, injuries by 
automobile or train, falls from windows 
and those where the means either by 
policy provisions or court interpreta. 
tions are deemed to be external and 
violent, as drowning, poisoning and 


asphyxiation. He said in summing up 
his paper that it may be taken as estab. 
lished that the presumption against 





suicide and crime, once in the case js al- 
ways in the case until overcome by evi- 
dence upon which reasonable minds may 
not differ, whether at ail stages it is 
called presumption or whether it is con- 
verted into inference. 

Byron K. Elliott, manager and gen- 
eral counsel of the American Life Con- 
vention this year, gave the review of re- 
cent life insurance decisions. He said 
that as he lookéd over the reports of 
the cases reviewed he found that in a 
large number, the members of the Le- 
gal Section appear as counsel. Prob- 
ably, he said, the part played by the Le- 
gal Section in developing the literature 
of life insurance law will never be ex- 
actly measured, but it can be said that 
the contribution of the members is of 
major importance. 


The nominating committee for the le- 
gal section consisted of F. W. Mc Alis- 
ter, Kansas City Life, chairman; F. Vv. 
Keesling, West Coast Life, and William 
McKinley, Old Colony Life. 
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